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For the smaller 
medium sized plant 
as well as the larger 
plants. The small 
plant gets a like 
percentage of sav- 
ing as the bigger 
ones, and on just 
as certain a basis. 





Installation shown consists of Forty Glover-West 
Vertical Retorts. They solve the carbonization 
problems of the medium plant, reduce the cost of 
labor, and make possible the carbonization of 
every variety of coal. 


WEST GAS IMPROVEMENT CO. 


of America. Ine. 


150 Nassau St. New York 
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Whole 


Amenities That Have Brought About Innocent Deception 


Certain amenities which have crept into business 
in recent years doubtless increase the satisfaction of 
its pursuits by somewhat reducing the element of 
human friction; but the net result is, after all, a de- 
velopment along the line of innocent deception, with 
serious question as to the final impression conveyed. 
particularly when applied to relations between the 
buyer and the seller. The writer has no intention 
in the foregoing sentence 
of presenting a_ philo- 


By C. E. SHAFFNER 


“how the clam chowder happens to be,” and to be in- 
stantly convinced as to its quality when the waiter 
replies: “Fine. I just ate two bowls myself,” there- 
by sweeping aside every vestige of doubt by finding 
an appetite appeal. In a similar way the Peoples 
company brushed aside the same network of doubt 
by attacking a real rather than a fancied mental situ- 
ation. After all, the majority of men are more pleased 
with a “corned beef and 
cabbage” diet for the 








sophic thought in bom- 
bastic language by way of 
stating a simple conclu- 
sion which appears in- 
creasingly obvious when 
expressed in concrete 
fashion. Therefore it is 
perhaps best to state at 
the outset that by busi- 
ness amenities direct ref- 
erence is made to the 
practice of stating that a 
man is “in conference” 
when he is merely busy, 
or that “attention is di- 
rected” to an advertise- 
ment instead of just actu- 
ally sitting down and an- 
swering it for good and 
sufficient reasons. 

These and other similar 
means of creating an im- 
pression have, naturally 
enough. arisen as an al- 


reader. 


Editor. 








Here is a truth that a moment’s 
consideration will drive home 
forcibly to even the most casual 
This innocent deception 
can lead us far afield if we allow 
it to, and certainly the tempta- 


tion is ever present in selling — 


stomach as well as for the 
mind, and are usually 
confounded by any gloss 
or trappings, whether on 
the menu or in the ver- 
biage of the advertise- 
ment, and, what is more 
important, in the atmos- 
phere of the salesroom. 
There is a further 
thought in this connec- 
tion as gathered from the 
expert opinion of the 
waiter, in that it demon- 
strates the necessity of 
aaving someone pass upon 
a gas appliance who real- 
ly knows in plain, under- 
standable facts beyond 
any reasonable doubt. 
That is the principal rea- 
son why the sales mana- 
ger of the gas appliance 
department which really 

















leged method of lubricat- 
ing business relations, but 
their apparent insincerity discloses a decided defect 
when applied to merchandising and by the same 
token indicate the effectiveness of methods almost 
diametrically opposed. This is strikingly illustrated 
in one particular instance which has just come to the 
attention of the writer from reading the advertise- 
ments of the Peoples Gas Company. of Chicago, stat- 
ing that men who wanted to be assured of making 
purchases of gas appliances for their wives in an at- 
mosphere which would permit of no embarrassment 
and insure promptness consistent with efficiency in 
providing satisfactorily for their needs would find the 
service they required. Here was a direct application 
of the same line of thought which prompts a man to 
ask his favorite waiter in the restaurant he patronizes 
to tell him what on the menu is especially good or 








scores a big success is 
constantly on the lookout 
for salesmen who have the capacity for gathering 
facts that have a real, definite appeal. The writer has 
spoken with at least ten heads of appliance depart- 
ments for public utility companies during the past 
month, and each one has taken particular pains to 
emphasize the necessity for developing salesmen who 
can talk appliances in a way which will determine 
their adaptation for use in the home, the restaurant 
or the hotel, and in terms of what can actually be 
accomplished. 

There are salesmen in every line of business whose 
opinions are widely respected by men who are trained 
by education and experience, because they have 
pointed out conclusions and suggestions based on 
actual knowledge. A dentist told the writer not long 
ago that he considered the representative of a firm 
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manufaeturing tooth and mouth preparations as 
somewhat of an authority on their therapeutic quali- 
ties, and also of treatments for preserving the gums 
and teeth, even though he had little or no basic 
knowledge of these subjects from a technical edu- 
cation. 


Knowledge Effective in Selling Appliances 


In selling gas appliances the application of this 
useful knowledge is just as effective. For instance, 
one of the most successful sales managers of those 
interviewed by the writer told of one of his salesmen 
who had been so successful among the restaurant and 
hotel trade because he had actually furnished valu- 
able ideas with respect to cookery. At first thought 
one is likely to think that such a representative was 
a rather effeminate person, but he was the exact op- 
posite as a matter of fact. For one thing, he sug- 
gested a new way of making a fru‘t dressing for fruit 
salad which really proved to be a remarkable dis 
covery, because through mixing of jelly and the 
whites of eggs in proper proportions a delicious con- 
coction was produced and its adaptation for use as 
cake filling and frosting was readily disclosed. And, 
in addition to its practicability, the salesman also 
pointed out that his new recipe was dietetically cor- 
rect, with the result that he earned the lifelong re- 
spect of every steward and chef to whom he imparted 
his discovery. This idea was also used in equal effec- 
tiveness in selling housewives, for the reason that it 
offered an additional argument as to the superiority 
of the oven of a gas range, inasmuch as the concen- 
trated heat made it possible to have a del cious frost- 
ing for any number of cakes in a short time. 


Is Real Constructive Selling 


“Such an instance of constructive selling,” added 
this sales manager, “should not be conspicuous among 
gas appliance salesmen. There is a great hue and 
cry in every line of business. including ours, about 
securing knowledge which will be helpful in our busi- 
ness, and yet this same knowledge does not mean a 
great deal unless it is properly applied or, more im- 
portant still, unless it enables one to get new ideas 
or suggestions. Even now there are a few of my 
men who wonder why George manages to sell so 
many gas appliances. If they could talk to the hotel! 
people—most of whom call him “Tutti,” in fond mem- 
ory of his dressing-frosting recipe—I am sure that 
they would reach the same conclusion that I have 
And that is because George simply taught himself tc 
use some of the information that he had stored in his 
mind through outside reading. He didn’t accumulate 
a mass of technical facts or anything of the sort. He 
simply got the general underlying knowledge suffi- 
cient for him to work with in seeking to more readily 
understand the problem with which his particular 
trade was cencerned.” 

When social amenities were discussed at the be- 
ginning of this article, reference was, of course, made 
to the element of innocent deception involved in their 
pract'ce, but the writer wishes to state at this point 
that no recourse to any such evasion or subterfuge is 
necessary when facts govern business relations. How 
the seller can assure himself of an entree tg any pro- 
spective purchaser is amply illustrated by the above 
experiences, which are only too rare in merchandising 


gas appliances as well as in other lines of business. 
The far-sighted advertising man who turns out ad- 
vertisements producing a definite impression or pre- 
senting a distinct appeal may lay down the barrage 
for real constructive selling, but the salesman must 
follow with something worth while which he has 
evolved of his own accord. Working harder to sell 
gas appliances always means thinking harder how 
best to serve customers, and not merely a superficial 
thought as to how a sale can best be closed. This is 
not an attempt at homely philosophy, but a frank 
statement of the way to successful selling as “George 
does it.” 





Getting Back to Normal 


That conditions are returning to normal is shown 
by the following advertisement of the Emporia Gas 
Company, Emporia, Kan. Commenting on this step, 
Carl B. Wyckoff, president and manager of the com- 
pany, says: 

“You will note by this advertisement that we are 
making some progress, as a year ago, due to financial 
conditions, we were compelled to charge for every- 
thing, even material and labor for installing meters.” 


FREE! 
Effective at Once! 
We Will Install All Gas Services Free 


We will also make reasonable main extensions 
FREE—in other words, all underground work 
will be FREE. 

This is decidedly a progressive step for Em- 
poria, and puts gas practically within the reach 
of all. 

Patronize your gas company. We will at all 
times sell you gas at the lowest possible rate that 
is compatible with good service. We have made 
three voluntary reductions in gas rates and will 
make future reductions as fast as business per- 
mits. The more gas we sell the less it costs us 
to make and deliver it. and we will pass these re- 
ductions at once to the consumer. 

Emporians make their own gas rates. Boost 
your gas company and use gas. It is the cheap- 
est, cleanest and most desirable fuel. 

When you help the Gas Company you help 
yourself 


EMPORTA GAS COMPANY 
“Do It with Gas the Year Around” 





Locating Leaks in Buried Water Pipes 


It is claimed that the geophone, an instrument de- 
veloped during the war for locating underground 
sounds, has been successfully used in determining 
the location of leaks in water mains. 

I have never seen the geophone, therefore cannot 
consistently discuss it. but a leaky gas pipe will 
“make a noise” at the spot where the gas escapes. 
Perhaps the instrument will be efficacious when such 
trouble exists. 

As to the merits of the device, or any information 
pertaining thereto, the writer believes that the chief 
of the United States Signal Corps should be able to 
give any interested inquirer the particular informa- 
tion wanted. 

















January 7, 1922 







AMERICAN GAS JOURNAL 3 





The Five Elements of Selling 


One of the reasons why much of the selling that 
has been done in the past has been so expensive has 
been because the five clements of selling have ‘not 
been properly balanced. These five elements are: 
Talking, showing, advertising, transporting, and 
financing. 
No way has yet been found to sell goods without 
at least a certain amount of talking. Even the mail- 
order houses have to rely 
upon talking to a far 


The Place Each One Has in Putting Over the Sale 


By J. E.. BULLARD 


and some of these men have unbelievably large an- 
nual earnings. 


Uses Written Examinations 


Where a number of appliances are being sold, this 
procedure cannot always be followed, for the reason 
that it requires too long a time to coach the salesman 
so thoroughly on each ap- 
pliance. (ne man has 





greater extent than is gen- 





erally supposed. Any 
mail-order house that is 
unable to get its custom- 
ers to talk favorably about 
it is never going to make 
a great success. The more 
people it can get to talk 
about it and the more it 
can get these people to 
talk, provided the talking 
is favorable to the house, 
the more goods it is going 
to sell at less cost. 

This is a point that it is 
well for the gas company 
to consider with a great 
deal more seriousness than 
it has ever been consid- 
ered befere. In the first 
place, it is necessary to 
have all employees of the 
company and all salesmen 
talk right about the com- 


to pay. 


those demands. 


Editor. 











Mr. Bullard hits the nail on the 
head when he says that it is the 
exceptional expense that is hard 
If we know in advance 
just what demands are going to be 


made then we can manage to meet 


don’t know that we get into trou- 
ble. This is a peach of a yarn.— 


solved this problem by 
giving his salesforce writ- 
ten examinations on one 
appliance at a time. These 
examinations show him at 
once who is able to talk 
right about these appli- 
ances and who is not. It 
is then merely a case of 
getting rid of those who 
know too little about the 
appliances they sell or 
coaching them until they 
do know what they need 
to know, to give the right 
sales talk and to answer 
questions correctly. It has 
| been surprising to see how 
i rapidly some of the people 
on his salesforce have in- 
creased their knowledge 
since the practice of giv- 
ing’ written examinations 


It’s when we 

















- on the different appliances 





pany and what it sells. 

in the end it is an ex- 
pensive proposition to permit any man or woman to 
start out selling any appliance for the gas company 
before that man or woman has learned enough about 
the appliance to talk about it intelligently and to an- 
swer correctly all questions that may be asked by the 
consumer. Every gas company can well take a leaf 
from the experience of those concerns selling special- 
ties directly to the consumer. 

Many of these concerns have developed the train- 
ing of salesmen to a very high degree. Before the 
salesman is allowed to go out alone he is required to 
commit to memory not only a sales talk but also the 
answers to all objections that the prospective pur- 
chaser may make against purchasing. The main ob- 
ject of this is to give the salesman the specialized 
knowledge required to talk correctly. 

The salesman is required to rehearse his talk until 
he is letter-perfect. Then he is taken in tow by an 
experienced salesman, who demonstrates the art of 
making sales. When that man goes out alone there 


are. few, if any, questions that can be asked him 
which he is not able to-answer immediately and cor- 
rectly. 


As a result sales come comparatively easy, 





was put into effect. No 
matter how much care is 
taken to have the salespeople and the employees talk 
right, however, unless the consumers can also be 
persuaded to talk right the cost of securing business 
goes up. The consumer must be taught more about 
the gas company, the appliances it sells, and gas. 
Some companies are finding it well worth while to 
invite the consumers to visit the plant. Others have 
found it good business to have series of lectures, to 
which the consumers are invited. Others make a 
practice of having the officials give talks on gas when- 
ever and wherever there is an opportunity to do so. 
It would seem that no opportunity to teach the pub- 
lic more about gas, gas making and gas appliances 
should be left untried. Once the consumers can be 
taught to talk right about the company and what it 
sells it is easy to see how much easier it is to sell gas. 


Satisfied Customers as Salesmen 


Satisfied customers are more than the best adver- 
tisements. They are not advertisements any more 
than a phonograph is a great artist. The satisfied 
customer becomes one of the company’s best sales- 
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men. 
ing to his friends and acquaintances. He does. not 
ask for any remuneration for this sales effort. If he 
is not satisfied he becomes a serious competitor. Peo- 
ple will talk. If they talk favorably they help to sell 
goods or services. If they talk unfavorably they 
stand in the way of sales. 

The most important element in all] selling is talk- 
ing, yet far too little effort is ordinarily put forth by 
any business concern to get everybody talking right 
lf the gas industry could during the year 1922 get 
everyone in this country in a state of mind where if 
anything was said about the gas industry it would be 
something favorable, it would not be possible to in- 
crease the capacity of the plants and the distributing 
systems fast enough to take care of the increased de- 
mand which would result. 


If you have any doubts about this statement study 
the send-out records of a gas company that for a 
number of years was in bad repute with the people 
it served, and was then taken over by a company that 
was able to create much good-will. This company 
at best was able to get but a portion of the commu- 
nity to talk right about it, but the records will cer- 
tainly show that it paid. 

Next to talking, in importance, is showing; and 
showing, like talking, is done both by those repre- 
senting the gas company and by the consumers. If 
a consumer is so pleased with his or her gas appli- 
ances that these appliances are going to be shown 
with pride, it stands to reason that sales are going to 
result from this showing. Here again the satisfied 
customer becomes a salesman. 


The person who is satisfied is constantly sell- 


Show Them About the Company 


Showing, however, must not be confined to appli- 
ances. It is gas that is being sold. Unless gas can 
be sold the company will not be able to pay divi- 
dends. Therefore, show the people all that can be 
shown them about gas and the methods of the company. 
I believe that the time is coming when gas companies 
will make it a practice not only of taking parties through 
the gas plant but also through the other departments of 
the company—the accounting department, the distribu- 
tion department and every depar‘ment. They will do this 
because they have learned that showing people makes it 
easy to sell to them. 

If the average person knew as little about the auto- 
mobile he drives as a great many advertisers seem to 
know about advertising, we would all have to build 
heavy barricades around our homes and keep off the 
streets entirely in order to protect our lives. Adver- 
tising is a machine. It will not operate itself. It has 
to be steered. It has to be watched. Advertising is 
nothing more nor less than a mechanical method of 
carrying a sales message to customers or prospective 
customers. 


Where Transporting Comes In 


Transporting as applied to selling means deliver- 
ing the goods to the customer at the time and at the 
place the customer desires them. This element of 
selling is also important. Many a sale is lost on 
account of poor transportation. People are often a 
long time in making up their minds. but when they 
do make up their minds they can’t wait. 

The problem of financing the purchase of gas ap- 


pliances by the customer has been given more atten- 
tion by the gas company than has any other single 
element of selling. Gas companies have learned from 
experience that unless it is made easy for the con- 
sumer to pay for a gas appliance that consumer is 
not going to buy many. ‘Try to sell an appliance for 
$200 cash and the market is at once limited. Sell this 
same appliance for $225 and allow the purchaser 
three years in which to pay for it, and the prospective 
purchasers for that appliance are increased manifold. 

When it comes to selling gas itself, however, the 
financing end of selling has not been given the same 
amount of attention. The average household con- 
sumer keeps down the consumption of gas to a very 
great extent, because doubling the consumption 
means doubling the bill. 


If each consumer had to pay each month from a 
dollar to three dollars service charge and a very small! 
consumption rate for the gas used, it, after they had 
become accustomed to the service charge, would ac- 
tually help them pay their gas bills. It is the ex- 
ceptional expenses and not the regular expenses that 
it is hard to pay. If an extra thousand feet or so of 
gas do not make any great difference in the bill, then 
the average household is not going to hesitate about 
using it. If it increases the bill from 25 to 35 per 
cent. then there is going to be some hesitancy about 
using it; or, if it is used, the consumer is likely to 
make a high-bill complaint. In the end a service 
charge that actually covers all the costs a service 
charge should helps to finance the consumer in buy- 
ing gas. The flat-rate system is too much like selling 
appliances for cash. If it is persisted in the time 
comes when sales are actually curtailed. 





An Idea from Down in Dixie 





A commercial man in one of the Southern cities se- 
cured permission from the local moving picture 
theater to display.a certain make of range his com- 
pany was pushing, at the main entrance to the the- 
ater. He saw to it that the range was placed on 
the same side of the entrance and as near as pos- 
sible to the ticket window, in order that there 
would be no possible chance for any of the theater- 
goers missing his part of the show. This is a novel 
advertising feature that may be used in any city, 
and there is no doubt that a great many people will 
see and exarhine an appliance thus displayed who 
otherwise would not. 
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Ideas That Will Prove Worth While 
By WILLIAM H. MATLACK 





It pays to “keep the latchstring out” to travclers To secure the desired attention of the purchasing 
and consumers. These visitors as a rule are helpful agent, the woman, in the largest single institution in 
in building up good-will and in furnishing ideas and the world, it is necessary to direct your appeal to her 
information and many friendships develop from In sending direct-by-mail advertising to the home 
such visits. Don’t be too busy to see folks. keep this thought in mind and see that it is directed 

to Mrs. Tohn in the future. 
aie 







Selling house-to-house is productive to those who 
will put the same amount of effort, thought and care 
into the task that any selling “job” deserves. In sell- 
ing house-to-house “stand above the crowd” who, by 
insistent and insolent approach, are to-day doing 
more to build up customer resistance than at any 
other time in the history of selling. 





The prospective customer who is comfortably seat- 
ed before the appliance in which he is interested is 
more likely to permit the salesman to tell his story 
and make a complete demonstration than he would if 
he had to do so while standing. Provide comfortable 
seats for prospective customers, 
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The salesman should use the telephone to follow 
up prospects that he has called upon, for the purpose 
of arranging demonstrations and for making inquiry 
of customers regarding a new installation, but great 
care must be exercised in using the phone for direct 
solicitation. In no case is this form as good as direct 
contact. Don’t use the phone as a substitute for leg 
work. 








Proverbs, 3, 27: “Withhold not good from them to 
whom it is due, when it is in the power of thine hand 
to do it.” Maybe this is not a tactful way to say, 
“Please remit”! 


Attractive Lamp Display 


If you are selling lamps see that they are prop- 
erly displayed. Work out a display that will permit 
prospective purchasers to view the lamp and test the 
value of its light under cenditions as near as possi- 
ble to those for which it may be used. 





























There Must Be Co-operation 


Executives should strive to secure the proper co- 
ordination and co-operation between the sales depart- 
ment and the shop or fitting department. The correct 
point of view by each department with regard to the 
other is absolutely essential and must be attained by 
the executive staff. If this understanding exists or is 
accomplished. many appliances that otherwise are but 
half sold will be completely and satisfactorily sold. 
In selling the customer, especially where the selling 
has been creative; by this is meant selling a house- 
hold, commercia! or industrial installation for which 
a customer demand was created by the salesman, who 
after first making an exhaustive survey of the pros- 
pect’s requirements and after many visits, during 
which he has educated or sold the prospect on the 
value of the service and has been able to influence 
him to the extent of securing an order, by pointing 
out savings in fuel, labor, of more efficient service, 
cleanliness or other special advantages over the ex- 
isting system he is to receive 

The customer is in an expectant frame of mind; he 
waited five years for someone to sell him the idea, and 
finally he has been sold—and he wants the installa- 
tion made “yesterday,” and unless he gets it at once, 
on the very day and hour that the salesman promised 
it, he is very apt to have a change of heart, to find 
fault and sometimes even cancel the order. It is for 
this reason that the co-operation of departments is 
absolutely essential. The sales department being 





dependent on the shop for the prompt installation of 
the appliances in order to fulfill its promise to the 
customer and for the test of the appliance, and the 
shop being dependent on the sale of appliances for 
its weekly pay, should “get together on some com- 
mon ground” and pull together, not in opposite direc- 
tions as has been done in some instances. It is the 
duty of the executive staff to see that they do. 

The sales volume of appliances cannot be mate- 
rially increased if the ability to utilize does not exist. 
Undoubtedly there are sections, territories, homes, 
commercial and industrial establishments in every 
community that need gas service but will not be sold 
until they are made to realize that need. The need 
is there, but the prospect is not conscious of it; the 
value of the service must be exploited, salesmanship 
and advertising must be employed 


Let Your Customers Furnish Material for 
Advertising Copy 


If you have run out of “reasons why” your cus- 
tomers should purchase automatic or storage type 
water heaters; when you have decided to discontinue 
the use of such phrases as “Hot Water When and 
Where You Want It,” “It Runs Hot as Long as a 
Spigot Is Open,” and such others that you have used 
(Cont nued on page 11.) 
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Gas Ranges Aid in Making Happier Homes 


Some Thoughts on Merchandising in 1922 


By J. B. DILLON 


\Ve will pronounce these words and hear them 
from others many times ere the year of 1922 is many 
days old. It is but meet, and there are few if any, 
who utter the gladsome phrase that do not mean it 
from the core of their hearts. 

But—will it prove to be a Happy New Year? 

No one knows. Still it is said, and truly so, that 
happiness, after all, is but 
a state of the mind. Such 


idea may help to run it better; that is, our gas world. 

No doubt you have been thinking of doing that 
very thing, and no doubt many of us have made some 
New Year resolutions and concocted some great 
wishes. That is well; but listen to what Bustard 
says: “Many have their wishbones where their back- 
bones ought to be. Do not turn the good resolutions 
of January into the by- 
laws of February.” 








being the case, does it not 
follow that we can often | 
train our minds to keep | 
within the bounds of con- 
tentment? 

Yes, we can, and we 
should do so. 

It is at this time that 
the profit-and-loss column 
of the vear just ended is 
uppermost in our minds. 
To some it will be gratify- 
ing, while to others it will 
be disconcerting. \/hata 
pity that it is not a source 
of joy to all! 

To those who find it 
cheering and to those who 
find it dismaying, the 
same conditions now con- 
front. The past is gone 
forever: the future is un- 
certain. Still we must 
prepare to meet the future 








This month we have Mr. Dillon 
in a somewhat philosophical mood. 
The time is fitting for the author’s 
remarks, which contain not only 
philosophy, but likewise a lot of 
good common sense. 
like to make some comment in keep- 
ing with the article, but the only 
thing we can think of is, “It’s a 
whale, fellers; a whale.”—Editor. 


There is no harm in 
| wishing if we do not stop 
there, for a wish is the 
beginning of action if the 
one wishing is a hustler, 
and that is what everyone 
must be if he hopes to 
succeed. To wish and not 
act is a bad habit. 


Speaking of Habits 


In mentioning habits, I 
am reminded of what Wil- 
liam James said: “Good 
habits are your friends. 
Bad habits are your ene- 
mies. Inasmuch as your 
body is a bundle of hab- 
its, you might as well 
make this bundle up of 
friends rather than of ene- 
mies.” 

Good habits will be to 


We would 








or go into the discard. 








How are we to prepare? 

Much depends upon what our aim and object is; 
but as we, the American GAS JouRNAL family, are con- 
cerned with bettering our business, it is to that end 
we will discuss the matter. Let’s follow the leader, 
for it is woe unto the weakling who fears to take a 
dare. 

The leader in the present case is. of course, the 
AMERICAN GAS JoURNAL, and as it has been its policy 
‘n the past so it will be in the future—to tell you to 
the best of its ability how you may accomplish the 
best results in the selling of gas appliances. 

\Vishing to cite the work our trade journal is doing 
for us. I do not know of any more suitable words than 
those used by Ralph Waldo Emerson when he wished 
to state what he deemed a worthy object in life: “To 
help the young soul, add energy, inspire hope, and 
blow the coals into a useful flame; to redeem defeat 
by new thought, by firm action, that is not easy, that 
is the work of divine man.” 

No one honestly disposed can deny that, and neither 
can he deny such credit to the AMERICAN Gas JOURNAL. 

If at any time you have ideas superior to those 
enunciated, will you co-operate by making them 
known? The world is run on ideas. Perhaps your 


follow the leader, as sug- 
gested, whereas bad hab- 
its will be to forget the leader and merely wish inac- 
tively. 

Some will say, and truthfully, too, that they have 
followed the leader, but with poor success, and now 
query : 

“What is the answer?” 

Could you have done any better, or as well, without 
the help of the leader? 

Is it not a fact that slack employment and the buyers’ 
strike are :wo things that strangle trade? 

Yes, and now comes Hon. Albert J. Beveridge, of 
Indiana, one of the best and most popular orators and 
writers of the present day, who says: 

“If business is to revive, investing capital must be 
freed as far as possible. The excess profits tax must 
be repealed—it ought to have been abolished when the 
pretext for it disappeared. The transportation tax must 
be utterly erased from the statute books. Excessive in- 
come taxes, surtaxes, corporation taxes and the whole 
pyramid of extortionate exactions now crushing busi- 
ness must be immediately lightened and diminished. and 
provisions must be made for the ultimate destruction of 
the whole uneconomic mass.” 

My purpose in bringing Senator Beveridge into the 
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parley was to show you that there is still hanging over 
us many things that stagnate business, and even though 
all of it will be adjudicated, in time, we must be pepful 
and keep hustling if we hope to do business while the 
adjustment is going on. 


Business Still Going On 


Regardless of all the dreariness that such remarks 
as the senator’s causes, a walk through any of the 
wholesale and retail districts of our various cities will 
prove to you that a great amount of business is being 
transacted but, of course, it is many points off from 
normal, as Mr. Babson’s reports will show, and that 
is why you are not reaping the harvest your efforts 
would otherwise bring. 

Why not let up a bit and wait for better times? 

Foolish thought because our competitors right on 
the verge of Christmas declared an Electrical Week 
and, as a matter of news, the newspapers have given 
the movement a nice write-up. In addition to the 
news item, the Co-operative Electrical League is ad- 
vertising “to beat the band,” and in this case it is the 
gas appliance band they seek to beat. 

The public is invited to the electrical dealer’s store, 
where demonstrations will be given and a generous 
praising of the wonders of the “pretty devices” will 
prevail. The Electrical Co-operative League, carica- 
turing a modern Aladdin, shows Aladdin wishing for 
an electrical Christmas, and alongside of his tree are 
arranged the electrical utensils. His wish came true, 
and many sales will accrue from such push, pep and 
entertain-nent. 

Be not dismayed, if you will hustle, because there 
still exists the law of the survival of the fittest, and 
that means that when the pretty devices lose their 
luster, burn out their element, blow a couple of dozen 
fuses and demonstrate how slow some of them are in 
performing their task, you will come unto your own 
by selling the people favorites that never prove dis- 
appointing, and those are gas appliances. 

Can’t we do this by merely waiting for the bubble 
to burst and the people to come in? 


Let’s Be Aggressive 


No! A thousand times no! It is up to us to meet 
competition by an aggressive advertising campaign 
in the newspapers, magazines and trade journals and 
our show windows. As to which medium is the best 
for dealers’ advertisements. much depends upon local 
conditions and the zone of trade. I think the manu- 
facturers should use all the channels named to exploit 
their gas utensils, thereby keeping before the popu- 
lace the merits of their ware. 

Do not forget that the merits can best be shown by 
illustrating an electrical and a gas .ppliance. side by 
side. Caption it: “Take Your Choice,” and tell the 
time in seconds or minutes each require to accomplish 
the work expected, the original cost, the life of the 
object, the various work that each is capable of doing, 
and then add: 

“Pretty is as pretty does. Use gas and save time 
and money.” 

Now, Mr. Manufacturer, why is it that. no matter 
where we roam or what we read—outside of our trade 
journal—we are told to “do it electrically,” and no- 
where do we find articles in popular magazines telling 








us why gas is so much quicker, better and cheaper 
than electricity for cooking? 

You know, or you should know, that it so often 
happens that the people who sell gas to our cities also 
sell the electricity and, as there is more profit in the 
electrical game—there should not be—than in the 
gas department, they boost electrical utensils and are 


willing that gas “die a-bornin’.” 

You say you will not stand for any such relegation? 

Well, you have been standing it a long time and 
you are helping the opposition right along by your 
failure to meet competition in the open forum, sym- 
ply because you are either too stingy to advertise or 
have fallen a victim to the flowery words of the elec- 
trical salesmen. 


Now Discussing Bugs and Flowers 


There are various’kinds of bugs amid certain flow- 
ers, no matter how beautiful the flowers may appear, 
and it is the gardener’s duty to find and exterminate 
these bugs? Will you be a gardener and show up 
the other fellows bugs, letting the people exterminate. 
them, or will you sit still, as you have been doing, 
and let the flowery bugs eat you out of business? 

This is not a play on words or a delusion. It is the 
handwriting on the wall Do not think that the peo- 
ple will find these bugs themselves and then come to 
vou. When people pay out money they want a run 
for it and they will hang on to the articles bought 
rather than entail another expenditure of “first cost.” 


We Must Tell ’Em 


It is our duty to acquaint them with the merits of 
our gas appliances before they purchase something 
else, and the best way to do that—generally—is by 
advertising. If any one believes that the present 
writer gives too much credit to the value of advertis- 
ing, then please read what the Safety Harbor Herald 
has to say on the subject: 

“Don’t advertise if you believe you are wasting 
money. Let your competitor waste his money on ad- 
vertising. and perhaps in this way you will put him 
out of business Fix his clock for him. Just stand 
back and laugh at him when you see him squander- 
ing his money for ink. 

“Once there was a boy named John—we believe it 
was Wanamaker; maybe it was Moneymaker. Any- 
how, it was John, with some sort of a maker at- 
tached to his name. He owned fifty vards of calicc, 
three pairs of jean pants, half a dozen pairs of good 
home-made socks and five pairs of boots. He called 
this a dry goods store, through a Philadelphia news- 
paper, and offered to sell a pair of socks for 39 cents. 
The don’t-believe-in-advertising merchant laughed. 
Young John spent $65 with the Philadelphia Ledger 
to advertise just one time and had less than $160 
worth of goods. He was cautioned by the merchant 
who “knew it didn’t pay.”” It was from sympathy, 
they said, for his poor mother that they offered this 
advice. But John didn’t listen to them and went and 
blew his money foolishly, and to-day Tohn sees the 
result of his misdoings. He has so many large dry 
gcods stores that he can hardly find time to study his 
Sunday-school lessons.” 
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The Value of Advertising 


The value of advertising is just as good to-day as 
it was in the days that Wanamaker started; in fact, 
it is better, for nowadays there are certain magazines 
that will not accept an advertisement unless they can 
personally be convinced of its genuineness, and it is 
to such advertisements that the populace are looking 
for when they are ready to buy or to recommend to 
inquiring friends. 

Time moves steadily onward, and it is up to us tu 
move with it—in a progressive business sense—or be 
left behind. It will soon be February, and we should 
prepare for our show window with a new display and 
some pleasing card signs. A suggestion is: Let us 
show the fallen cherry tree and little George Wash- 
ington standing alongside, hatchet in hand. To the 
right of this, station our gas range and some of the 
mostly used utensils that belong with it. 

A card sign: 


George Washington 
cut down a cherry tree so that his mother might 
have wood to start the kitchen fire. 

What a pity the Washingtons didn’t have a 
gas range? 

You are living almost 200 years after them. but 
you are 400 years behind them if you haven't a 
gas range. 

Come in and let us prove it. 


If the expense of a little George is too great, dis- 
pense with the figure, but use the idea by merely 
laying the hatchet prominently near the small, felled 
tree. ‘ 

Another suggestion: Arrange the show window 
tastefully, showing the utensils to the best advantage. 
Then place this card: 


February— 
is a month of great achievements. Washing- 
ton and Lincoln were born in this month. 
Do you want to achieve something great? 


You can do it if you will place a gas range in 
your home. 
Epigrams which will be appropriate either as card 
signs or as newspaper advertisement phrases are: 


Get Rid of the Germs 
The hidden germs of 
without a gas range. 


discontent: A home 


Everybody Should Know 
that the essence of tact, simplicity and comfort, 
is a gas range. 


Mistreating His Wife— 


The man who denies her the pleasure ofa gas 
range. 


Actions, Not Wishes, Count 
Don't merely wish .your wife a happy New 
Year. Make it come true. Give her a gas range. 


It Can’t Be “Did” 
To expect happiness in your home without a 
gas range is expecting something for nothing. 


You may holler: “Oh, piffle; what’s the use?” and 
the echo will tell you that the “use” is the same reason 
as that of the musical student who, after hearing the 
professor play, said: 

“T shall have to hustle, and keep at it, if I ever hope 
to be equal or better than he is; still, the accomplish- 
ment is worth every effort I can possibly make. I'll 
do it.” And in due time the world had another splen- 
did musician. 

You must accomplish, or you cannot remain in 
business; and you cannot accomplish unless you are 
energetic and honest with yourself and your cus- 
tomers. 

Can you do itr 

Why, of course, you can and you will enjov the 
“going,” and don’t forget that you can do it quicker, 
better and cheaper. 


“Admittanitis” Gas Industry Ailment 


Admit Nothing and Deny Everything, Says Au thor 
By H. H. LACKEY, Chicago, II. 


The gas industry as a whole is suftering from “Ad- 
mittanitis,” the disease of admitting. 

When comparing the merits of gas as against elec- 
tricity we always start out, “I admit—.” We admit 
too much. How many innocent people have “admit- 
ted” themselves into the I’en for life? 

We manufacturers of gas appliances are guilty of 
this same weakness. We admit too much. The gas 
company officials and employees admit too much. 
The gas industry publications do too much admitting, 
too. ; 

Everyone cunnected with the gas industry should 
be prejudiced and hopelessly one-sided in favor of 
gas for every purpose, and we should get over this 
admitting business. 

If a man comes to you and says that he has a gas- 
operated carpet-sweeper that is better than an elec- 





tric sweeper, you should answer, “Undoubtedly, ab- 
solutely it is better. You bet. Let’s see it.” 

In a recent issue of a certain magazine there ap- 
peared an article written by a good-intentioned gas- 
man who had a bad case of “Admittanitis.” He thinks 
that he has written a gas-boosting article, when ac- 
tually he has written what amounts to a regular 
Thomas A. Fdison of a booster for the fellows who 
sell the stuff that Ben Franklin swiped off the tail- 
end of a streak of lightning. 

This man began admitting with both hands, and 
when he had finished the poor old gas business didn’t 
have any pants—haberdasherly speaking. 

He admits that electric ranges are bright and shiny, 
but that meals cooked on them are no better than 
those cooked with gas. 

Why didn’t he say that with an electric range in 

(Continued on page 18.) 
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Thoughts for Salesmen 


By H. L. JONES 


When a man invents a new device, the whole industry connected therewith 
advances. When he improves an old device a similar result is achieved. 


Unfortunately, only a few men put forth effort in the way of thought out 
of which might come a new invention or a useful improvement. 


The SALESMAN’S THOUGHTS ARE AUTOMATICALLY DIRECTED 
UPON IMPROVEMENTS IN THE DEVICES HE DEALS IN. 


Just a little careful observation and concentrated thought will produce the 
result that will pay. 


And if a thousand men all get thinking together along those lines five hun- 
dred of them will have worth-while ideas. 


Gas is sold at so much per thousand cubic feet—say, $1. Many a business 
man cannot figure quickly on that basis, let alone household consumers. Yet, if 
the gas company just billed gas at one cent per cubic foot the result would be the 
same and no figuring necessary. THERE’S A THOUGHT FOR SALESMEN! 


The little dials on the gas meter were, in all probability, on the first gas me- 
ter invented. They are a constant cause of misunderstanding because the gen- 
eral public will not learn to read them. Yet there are innumerable counting de- 


vices reading in plain every-day figures, just as reliable and just as simple. 


THERE’S A THOUGHT FOR SALESMEN! 


Gas stoves have little metal discs with holes in them to admit air behind the 
gas flame and produce the necessary blue flame. Almost without exception these 
discs are located and arranged so that they revolve right in front of the top of the 
stove. Every time the top of the stove is wiped off with a cloth the discs are 
moved and the air adjustment changed. Gas stoves would be more satisfactory if 
this were not so. THERE’S A THOUGHT FOR SALESMEN! 


These are examples of what are distinctly salesmen’s problems. Nay, sales- 
men’s opportunities. The salesman is the man who comes into immediate con- 
tact with the shortcomings of the devices of his trade. He must think and devise 


the improvement. 


And if every salesman studies how to make it easy for people to think in 
terms of gas, its uses, manufacture and measurement, invention will become the 
mother of a thousand necessities, the necessities will all be named “Gas,” and 
they will all work for him. 
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As the Journal Views It 








The Merchandising Outlook 

What is the merchandising outlook for 1922? That 
is the question that the AMERICAN Gas JoURNAL has 
asked numerous sales managers and other executives 
during the past two weeks and with but one exception 
all the’ replies received united in declaring that 1922 
would see a resumption of business on a large scale. 
The one exception to the above replies was somewhat 
pessimistic and asserted that we will not see any im- 
provement for some time to come, probably not before 
the latter months of the year. 

In seeking to get information a question was asked 
as to when appliance orders would be placed and would 
the policy that has held sway for the past year, that of 
ordering from hand to mouth, be continued. To this 
question also the replies were most encouraging. These 
sales managers asserted that during the present month 
we could look for the placing of orders with the manu- 
facturers of standard appliances on a scale larger than 
for some time. 

Just before Christmas there was quite a brisk demand 
for domestic appliances, larger even than might be ex- 
pected at the holiday time. This has left the stocks of 
these companies depleted and it has shown the sales 
departments that they must be prepared for any demand 
that arises. Some business was lost, it is said. because 
companies were without the article demanded. 

This is an excellent sign and one that should encour- 
age every company to renewed effort in the sales depart- 
ment, for there can be no doubt but what the situation 
has been sized up correctly by these men who are in the 
best position to know whereof they speak. 

Naturally, it is going to require selling to dispose of 
appliances. But that selling should be constructive in 
every way—it should look into the future and supply 
the customer. with the equipment that is best suited to 
his or her particular needs. That was one of the asser- 
tions that was made by one of the sales managers, who 
also declared that the public is too well informed for 
anybody to attempt to supply a need of a customer with 
an unsatisfactory appliance, even though it may do the 
work required of it for the moment. 

But we have received a running start from the busi- 
ness that was developed in December; now let’s keep 
up that pace with all possible vigor during 1922. Let’s 
make it a banner year in every respect. 





A New Department 


Under the direction of Ismar Ginsberg, associate edi- 
tor, and beginning with this issue of the AMERICAN 
Gas JourNAL is inaugurated a new department under 
the general heading of “Developments in Gas Tech- 





nology.” We would advise our readers to turn to that 
department now and glance through it, for therein will 
be found each week a great deal of important informa- 
tion. Much of the work of the new department will be 
devoted to an examination of patents that are g-anted 
in all parts of the world. Those which have any basis 
of practicability will be reported, for it is felt that gas 
men will find the service well worth while in following 
the ideas that are given. 

The entire work of the department, however, will ac* 
be along these lines but will also cover the thought of 
gas engineers the world over and gathered from many 
sources. 

The splendid reception that has been given to the 
work that has been undertaken by this journal in this 
connection has encouraged us to believe that this addi- 
tional service will be as deeply appreciated. Just one 
example of the value of the work, taken from many 
similar occurrences, will illustrate. A short time ago a 
request came to the office of the American Gas Jour- 
NAL for certain information along somewhat unusual 
lines. We were able to supply this information within 
ten minutes of the time that the request was made. 

“I have been searching all over greater New York 
City for the past three weeks, trymg* to get just that 
information. Now you give it to me within ten min- 
utes. I had no idea of the completeness of the Amert- 
caN Gas JouRNAL service, or I should certainly have 
turned to you long ago. I tried every source that we 
in the gas business would logically turn to but I had to 
get back to the JourNaL in order to get just what I 
wanted.” That was the comment of the man who re- 
ceived the information. 

We hope that all of our readers who have problems 
of any kind will turn to the Journat for help. We are 
here to serve to the best of our ability and the reader 
will be assured that if it is possible to obtain, the Amert- 
can Gas JourNAL will get it. That’s our idea of 
service. 





Here and There in Selling 
(Continued from page 6.) 
time and time again, let your customers furnish you 
some “reason why” copy. 

Arrange a contest; give as a prize an automatic 
heater to the person writing the best letter setting 
forth, in fifty or one hundred words, why he wants 
to own an automatic or storage heater. 

Those using automatic or storage hot-water serv- 
ice will know all the advantages of such service, and 
those who are not so fortunate will know why they 
want such service in their homes. It is logical to sup- 
pose that those who want such service will furnish 
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some very good reasons for wanting it, and some 
mighty good “reason why” copy may be writt_n from 
the ideas contained in their letters. 

The contest should be so planned as to give it 
proper publicity, by the use of gas-bill stickers. mail- 
ing cards, letters and newspaper advertising, and 
store and window displays and announcements. This 
advertis. ng should be spread over a period of at least 
thirty davs. 

A plan of this kind will provide enough prospects 
to keep the salesforce busy for some time to come, 
as well as provide a good list for other direct-by- 
mail uses. 

All letters received should be opened and the names 
and addresses of the writers tabulated on a card for 
immediate use by the salesforce in making a follow- 
up on the writers while they are interested in the 
subject. 

Tabulate and arrange according to prominence the 
reasons given, and file for future use in preparing 1d- 
vertisements all letters received. 

In all advertising matter pertaining to the contest 
do not fail to feature hot-water service and the line 
of appliances for furnishing it, with prices. 

The requirements should all be worked out and 
sent with the direct-by-mail advertising and featured 
in the newspaper advertising. 

The rules of the contest should be as follows: 

Contest open to everyone. 

Prize award to persons giving the best reason for 
wanting a water heater. 

Reason to be written in form of letter to the com- 
pany, of from fifty to one hundred words. 

All letters submitted to be brought to the store and 
personally deposited in a box which has been pro- 
vided for the purpose. 

Date contest closes, also hours store is open, should 
be featured in ads. 

Employees of the company not permitted to enter 
contest, but all must be well informed regarding it. 


Advertising as an Aid to Credit 


While the average company having gas ranges and 
accessory equipment for sale or articles of a kindred 
nature, doubtless advertises in the local newspapers 
and by the medium of direct mail to more or less of 
an extent, if that company really knew what a mate- 
rial aid advertising is to the upbuilding of its credit 
with the local banks it would probably advertise more 
extensively and more consistently. in the opinion of 
a prominent banker of Atlanta. Ga., who discussed 
recently with a representative of the American Gas 
JourNAL the matter of advertising as an aid to credit. 

In the mind of this banker there is no question of 
doubt but that persistent advertising of any worthy 
kind, mainly newspaper or direct mail media, does 
serve to loosen credit, in that the dealer who does 
advertise regularly will find it much easier to obtain 
money from his banker when he needs it than the 
dealer who does not advertise. This may seem a 
rather unusual view of the matter, but this is the 
opinion, remember, of the executive head of a big 
bank which has a loaning capacity of many millions 
annually. ; 

_ There was a time when almost any sort of adver- 
tising was regarded as an expense, but that time has 
long since passed and advertising of to-day has come 
to be recognized as a potent factor in the upbuilding 
of business—an investment, if you please, that gen- 





erally can be counted upon to return good dividends. 
The development of advertising the past several 
years has been tru:y remarkable, and it has now 
reached a point where the average bank regards the 
good-will of a business as a tangible asset. And this 
good-will, according to the banker interviewed on the 
subject, they regard as largely created by a persistent 
policy of advertising. 

“Take, for example, the case of the Coca Cola Com- 
pany, of Atlanta,” the banker said. “a concern which 
is one of the largest buyers of advertising space in 
the world. If that company were offered for sale the 
physical value of its properties would represent only 
a very small part of the price the purchaser would 
have to pay. The good-will, or the accumulative 
value of the advertising this company has done in the 
past, is by far its biggest asset, and in the particular 
case of the Coca Cola Company this amount would 
run well into the millions of dollars.” 

There are very few banks that do not advertise 
with regularity, and the banker therefore knows from 
actual experience something about the real value of 
such publicity. He believes in it, and his usual feel- 
ing is when a dealer who is a good advertiser applies 
for a loan that a reasonable amount of the merchan- 
dise bought by him on such credit will, for that rea- 
son, be quickly turned over. And because he has con- 
fidence that this dealer’s advertising will result in the 
cuick disposal of the merchandise he is willing to 
extend the accommodation requested. 

The company which advertises with consistency 
creates a reputation for itself and a good-will among 
the buying public that is bound to be a help when that 
company needs credit. Banks never like to loan 
money on non-liquid stock, as the money is then vir- 
tually tied up and they are by no means certain the 
loan will be paid when it falls due—that a further 
extension of time may not be asked. But the bank 
does like to loan when it is more or less certain that 
the stock will move rapidly into the hands of the ulti- 
mate consumer, for this will enable the borrower to 
repay the loan promptly when it falls due, and the 
same money can then be used to finance other enter- 
prises. 








A REAL SALES IDEA 


Raleigh, N. C.—In order to stimu- 
late the sale of gas ranges and heat- 
ers and gas and electrical appliances 
during the holiday season, and to 
call the attention of the public to 
these lines as worth-while Christ- 
mas gifts, the Carolina Power & 
Light Company, of Raleigh, during 
the forepart of December and up 
until Christmas held open house 
each evening from 7 until 9 o’clock, 
serving cakes and coffee to all visi- 
tors. A general invitation was ex- 
tended to all people of the city and 
community to visit the company’s 


store and bring their families. 
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Developinents in 


Gas Technology 


Important Information Gathered from All Parts of the World 
By ISMAR GINSBERG. B.Sc., C.E., Associate Editor 


New Gas Igniter 

\ new gas igniter, which works on the electrostatic 
principle, has just been put on the market in Germany. 
As can be seen from the pictures, the device consists of 
four principal parts: the metal casing (1), the electro- 
phor cover (2), the electrophor plate (3) and the ig- 
nition chamber (4). 

The operation of the igniter is very simple. The elec- 
trophor cover is covered with leather and the plate with 
rubber. Py pushing in the handle the cover and plate 
are brought close together and by giving the handle a 
rotary motion by twisting it between the fingers the 
plate is caused to turn in contact with the cover. The 


result is the production of an electrostatic current, just 
as is produced in the ordinary electrostatic machine. 
The current flows through the rod connection and into 
the combustion chamber and a spark jumps across the 
The apparatus is said to work extremely well 


gap. 











An igniter was tested with the aid of a special rotating 
device and was found to give 100,000 ignitions within 
a period of eight hours without a single one failing to 
give the desired results. 


Multi-Stage Gas Baking Oven 

German Patent No. 316,992, assigned to the City 
Gas Works of Stuttgart, relates to a multi-gage baking 
oven which is heated by gas. The principal features of 
the apparatus lies in the use of a gas burner, which is 
placed either at the front or the rear of the oven, for 
each section of the same in which the baking is done 
As may be seen from the figure, there are four cham- 
bers of such sort. The burner burns the gas underneath 








the cover on which the bread and cake is placed and 
the hot gases pass out at the back end, through the 
opening left between the cover and the rear wall and 








out through an opening into the chimney. The gases 


in each case heat the chamber above the one in which 
they are burnt. 


Gas Control in Irons 


\ patent has been issued (see British Patent No. 
169,055) on a method of regulating the gas supply in 1 
gas-heated iron by means of a thermostatic device. 
This consists of a rod which lies on the bottom of the 
burner. This red acts directly on the gas inlet passage 
to the burner, so that no connecting levers are required. 
By making the gas inlet passage in a plug that can be 
advanced or withdrawn in relation to the thermostatic 
rod the temperature of the iron can be regulated within 
prescribed limits. 


Regulator for Incandescent Gas Burners 


The Bland Light Syndicate of London has been 
granted Patent No. 167,657 on a regulator for gas burn- 
ers. This is the type of regulator in which a needle 
valve attached to a tubular guide is operated by a turn 
button outside the nozzle to raise or lower it and so 
regulate the supply of gas. The tubular guide carrying 
the valve is provided with spirally arranged teeth which 
are engaged with a pinion on the turn button. 


Burners for Gas Fires 


The Parkinson Stove Company, Ltd., has been as- 
signed British Patent No. 170,376, which is concerned 
with an arrangement of gas burners for gas fires. The 
mixing chamber, where the gas and air come into con- 
tact with each other, is provided with one or more 
nozzles or jets, each of which has a cavity underneath 
it within which a conical shaped baffle or breaking-up 
member is located. The cavity is of the same shape as 
the baffle, which fits closely into the former. The baffle 


and the conical shaped cavity are provided with ribs 
which stick out into the space between the two, and the 
gas mixture in passing through these passages is split 
up and a more uniform and thorough mixture is formed 
It is claimed that by the use of these burners a “nois>- 
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less flame of higher temperature is obtained having 
greater stability” than the flame ordinarily secured in 
the gas stove or other gas-heated apparatus. 





Gas Apparatus in Heating Water, Etc. 


In the November, 19, 1921, number of the German 
journal, Das Gas und Wasserfach, there was published 
an article dealing with the constructive fundamentals 
and requirements of installations of gas heaters for the 
production of hot water and for use in heating rooms. 
The discussion is divided up into two parts, one the 
burning of the fuel, and two, the transmission of the 
heat produced in the combustion. The statement is 
made that the gas heater must be constructed in such a 
manner that the chimney has no influence at all on the 
combustion processes. The only object of the chimney 
is to lead away the gases of combustion; it must neither 
hinder nor promote the burning of the gas. Figures 
are shown of two types of gas heaters to demonstrate 
the arrangement of the various parts of the same to 
obtain this effect. 

The choice of the burner is important and a descrip- 
tion of the effect of good and bad burners on the effi- 
ciency of the apparatus is given. The flame must be 
permitted to evolve without restriction by any part in 
the heater Arrangements must be provided for taking 
care of the variations in the gas pressure. The appara- 
tus must be designed for the average gas pressure, but 
the gas heater should work just as well with the maxi- 


mum and minimum pressures of gas as with the average’ 


or norma! gas pressure. 

The question of heat transmission is gone into in 
considerable detail. A figure is given indicating the 
heat balance in a gas water heater. The principles of 
heat transmissions are discussed both from the stand- 
point of the water heater as well as from that of the 
gas heaters, used in heating rooms. Some very inter- 
esting curves are shown, indicating the relation between 
the consumption of gas and the heating effect produced 
in rooms of different sizes by continuous and discon- 
tinuous operation of the heater. 





Inductive Salesmanship 

The more I ponder and meditate on the subject of 
selling and advertising, the more convinced | am that 
a great deal of our activities along these lines are 
misdirected. We are inclined, I fear, to attribute too 
much importance to what might be summed up in the 
two words, “aggressive persuasiveness.” We hold 
the idea of conquest by force, regarding the actual or 
potential buyer as something to be overcome and 
made to yield to our will. I have in mind a popular 
slogan started by a Chicago Newspaper, “1921 will 
reward fighters.” We talk of strategy and out- 
manoeuvering our competitors. 

These allusions are indicative of the trend of 
thought in the business literature of the day. IT have 
read perhaps a dozen attacks on Emerson’s axicmatic 
truism to the effect that if a man invent a better 
mouse trap the world will make a beaten track to his 
dcor. This to my mind shows a superficial under- 
standing of the fundamental idea of all business. 
These critics of Emerson all believe in aggressive 
persuasion if, indeed, not in pure exploitation. The 
idea of service is to them something to be used as a 
bait or a lure. The finest and best words in our lan- 


guage have been cheapened and their meaning dis- 
counted by being used as advertising decoys. They 
prate of service where there is no service. 


The world wants to be served, and business is the 
activity generated in filling that want. Business is 
not service ; it is the by-product of service; the visible 
mechanics of the intangible exchange of human en- 
ergy and thought. Business bears the same relation 
to service as lightning to electricity, and advertising 
is as remote from the reality as the thunder is from 
the invisible force which causes it. 


The world wants a better mouse trap and it will 
beat a path to the door of any man who will invent 
it. Right there is where the rub comes in—to invent 
a mouse trap which will get rid of the pests with 
neatness and dispatch. Every household is a pros- 
pect. Any one who has earnestly tried to rid himself 
of mice will testify to the fact that the mechanical 
contrivances available leave much to be desired. 
Satisfy just a bare fraction of that desire and your 
fortune is assured. 


The business reaction through which we now feel 
ourselves happily safely passed was due to the fail- 
ure of business to satisfy the wants of the world in 
an economic manner. The high cost of living is life 
itself, and no one is willing to pay more of his life 
for the privilege of living than he deems it to be 
worth. Business must therefore serve at the price 
the world is willing to pay. Service being the first 
consideration, profit is the second one, and it will 
follow true service with the certainty of the rising 
and the setting of the sun. Give the world what it 
wants and it will pay you what you are worth to it. 
The laws of retaliation and of compensation are 
absolute. 


We must not be led astray by our inability to see 
the results, as we rarely possess a knowledge of all 
the factors A single transaction of business involves 
the co-ordination of countless contributing forces. 
But even in a relative sense a business stands or falls 
by the worth of its service A product, a service, or 
a cause which does not yield a profit is unworthy of 
our effort. The high cost of selling is largely due to 
trying to sell the world something it does not need, 
or does not want, and false activities of this sort add 
to the cost of selling legitimate products, services 
and causes. 

The right attitude of business is therefore as one 
who serves and, having served. takes his wages as one 
worthy of his hire. There is no room here for the 
masterful exploitation of others for selfish ends. The 
business millennium will cgme when we learn to 
turn our aggressiveness against our cwn shortcom- 
ings, when the idea of conquest and mastery is di- 
rected within our own organization instead of with- 
out. 


We must get away from the idea that there is any- 
thing inconsistent with profitable business practice 
and simple honesty of purpose and practice. An 
analviss of the successful and, therefore, enduring, 
businesses discloses close adherence to these simple 
principles. It is heartening to keep in mind the large 
number of great and small organizations which have 
consistently held fast to these elemental ideas. 

Inductive salesmanship, as I see it, is merely a 
matter of right attitude—Edwin Lee Goucher, in 
the Optimist. 
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Getting Timeliness into Your Ads 


The Editor of the Midville “Journal” Hands Out Some Good Tips 


By J. H. 


“That is not an advertisement,” said E. N. Lightener, 
editor of the Midville Journal, to the manager of the 
Midville Gas Company. “That is just an announce- 
ment.” 

“What is the difference’ I thought everything that 
told the people about your business was an advertise- 
ment,” retorted the manager. 

“Well, in one sense of the word, it is,” admitted the 
editor. “But there is a 
world of difference in the 


BRYAN 


We think we do well if that keeps us before the public 
and creates a little good-will. As a selling agency, our 
board of directors have long ago decided that there is 
nothing in the ads which bring us any money from di- 
rect sales, but we keep them running on the good-will 

idea.” 
“And that is why I say you are not running advertise- 
ments. If the other merchants ran their advertisements 
as you do, they would all 








go broke in six months.” 





effect of the two. Yor see, 
the announcement that 
there is a gas company in 
town, made over and over, 
week after week, soor be- 
comes so much a matter of 
course that nobody pays 
any attention to it. You 
ought to put some adver- 
tising in that will ‘create a 
crisis,’ as the life insurance 
agent says. That is the 
kind he runs.” 

“How does he do it ?” 

“Simple enough. He tel!s 
some story of a man who 
provided for his family aud 
used up all his earnings fer 
their current expenses, 
paving the grocery bills, 
and everything out of his 
earnings. Then he died, 
and there was nobody to 
pay the bills, The family || 


The 





editor of the 
“Journal” had enough ideas to 
keep the gas company manager 
. busy for some time to come. But 
the gasman was alert. He took 


advantage of his suggestions. 
Read how he did it.—Editor. 


“But their business is 
different. They have to 
advertise to tell their pro- 
spective customers what 
they have, and what the 
prices are.” 

Midville Only Think Their Busi- 
ness Is Different 


“You only think their 
business is different. That 
is what the life insurance 
man said about his adver- 
tising. But he knows now 
that it is not, and he has 
found out that it pavs him 
to tel] the people what he 
has and what it will do for 
them, as well as any other 
man in town. It will be the 
same with you when vou 
begin really to advertise. 
instead of just using your 

















went upon the charity of 
community. Then he brings 
home the question: If you should die to-night, who 
would pay the grocery bills for your family in the fu- 
ture? Then he tells of his insurance policies, especially 
constructed t6 provide income for families whose men 
die. Then he tells the reader to see him, and gives his 
telephone number to be used in making the appoint- 
ment. 

“Does it work?” 

“Well, he has doubled his production since he began 
to use the plan. He thinks it works.” 

“But how will it work in selling gas? Where is 
there any crisis in the gas business ?” 

“Why, one comes up every day, and almost every 
meal, if you don’t happen to have up-to-date equipment. 
Of course, it is not a matter of life and death, so far as 
sudden taking off is concerned, but it is a matter of 
length of life. I heard you telling a woman that just 
the other day when you sold her that new range.” 

“Sure! That is one of our most telling sales argu- 
ments. We use it in nearly every sale we make.” 

“And yet, when you come to sell through your news- 
paper advertising, you never think to use it.” 

“We don’t sell through our newspaper advertising. 


space to make announce- 
ments.” 

“Maybe. I am willing to be shown. 
done ?” 

“You might try out some of the “If Ads” to start 
with, like he did. Build the ad on some news item of 
interest which will lend itself as an argument why some- 
body should buy some gas equipment Almost any news 
item will serve. Take a change in the weather. If it 
was a little earlier in the season you could put in the 
weather prediction that we were to have a drop in the 


How can it be 


temperature. Base the sales argument on that.” 
“Oh, we did that all fall. But how would it look in 
the ad?” 


“Something like this.” And the editor took up a pad 
of paper, and sketched out his advertising copy, which 
in the end made an advertisement reading as follows: 


A Sample Advertisement 


Neus Item—The weather bureau predicts that 
there will be a decided change in the weather in the 
next thirty-six hours, and that the temperature will 
go as low as twenty. 

If your furnace is not just in readiness to fire 
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up, or if you do not want to go to the expense of 
heating up the whole house, why shiver around and 
suffer, when one of our modern gas heaters will 
drive away the chill? It can be installed in ten 
minutes. It will save a lot of coal this fall, and pay 
for itself in one season. 

If you, Mr. Man, do get out of the house, and are 
comfortable in your work, why should you cause 
your wife and children to suffer, when a call over 
the telephone will relieve them. Just as good for 
the office as for the home. 

Pay for the heater with your gas bills. 

Mipvitte Gas CoMPANY 
John S. White, Manager 


“How does that strike you?” asked the editor, after 
he had shown it to the manager?” 

“That is exactly the arguments we used all through 
the fall campaign. We sent hundreds of circular letters 
to prospective customers enclosing folders showing what 
the heaters were like.” 

“But you did not see your opportunity to tell them 
the news in the newspaper. That is the point I am 
stressing. Your direct-to-the-customer cost you a lot 
of money, and it could have been done better in many 
respects, and cheaper, through your space in the paper 
if you had written real ads.” 


Other Good News Items, Too 


“I get your point. But there is only one fall season, 
and we cannot advertise a drop in the temperature every 
day in the year.” 

“No, but there are plenty of other good news items 
besides the weather.” 

‘Where will I find them.” 

“In the newspaper, of course.” 

“Not in yours. I have just finished reading it, and if 
there is an item there that has the remotest relation to 
selling gas appliances I failed to discover it.” 

“That is because you do not know a prospect when 
you see one. Now I'll bet you I can find you at least 
ten good prospects in any issue of the Journal you may 
pick up, and every one of them will be the basis of an 
effective selling advertisement.” ; 

“I'll go you. Here is the last issue. Go to it.” 

“All right. Here is the first one. The stork arrived 
at the residence of Mr. and Mrs. John Brown last week, 
and left a fine eight-pound boy. How many appliances 
have you that would come in handy in the home in such 
a case? A dozen?” 

“About. I see. You mean that the notice of the birth 
of the boy be run as the news item, and then the case 
put up to the other fellow that if he is expecting the 
stork to visit his home he will be doing the right thing 
by his wife and the baby if he will fit up the house with 
our labor-saving and comfort-giving appliances. This 
presentation of the opportunity will show him his obli- 
gation, and this will, as you put it, ‘create the crisis.’ ” 

“You have it exactly; but here is another one. Bill 
Tones’ daughter is to be married next month. See the 
opportunities to push sales along the idea of wedding 
presents ?” 

“Fine. Now we are going. That is two.” 


A Golden Wedding Opportunity 


“And here is a third. Old-man Browning and his 
wife are to celebrate their golden wedding next menth. 


They have a nice bunch of children, scattered over the 
country, and they have asked the old folks to close up 
the home and come and live with them. They won’t do 
that, insisting that they want to live together in their 
own home, even if it is humble. But that is no reason 
that they should not have a modern range to cook with, 
is it? All the more reason that they should, now they 
are growing old. How would it do to suggesr tha: all 
the children of all the families where the father and 
mother are getting old should join together and fiz up 
the old folks’ kitchen with modern gas equipment.” 


“It is all right. And I saw that Tom Moore had 
breken his leg. That means that his wife is going to 
have a lot of extra work this winter caring for him. 
That will do to hinge an argument on.” 

“You are getting along. You will be able to do this 
as well as anybody, once you get started. Four. Here 
is another. This is a good one: When the wome: had 
their club meeting last week the speaker did not get 
there until an hour late. Had tire trouble. That meant 
that all the women got home just about the time that 
supper usually is on the table. Most of the men had a 
cold supper, or had to wait. But what would have hap- 
pened if one of them had had one of your patent couk- 
ers that would have had the meal all cooked and hot 
when she got home?” 

“Oh, bey! Why didn’t I think of that before '” 

“Well, you have the idea now and you can use it 
some time.” 

“I will use that one in the very next issue. I’ll tix it 
up and you can change from the ‘announcement,’ as you 
call it I’m sold on the idea, all right. But that is only 
five, and you promised me ten.” 

“They are not hard to find, once you get the harg of 
it. Here is one about the Simmons’ party. Surely a 
woman who is to have the extra work of arranging for 
a party and who wants to have everything cooked just 
right ought to have a good stove to cook it in.” 

“That will pass. Six.” 

“Then here is the company coming to visit the 
Browne’s. They are to stay several weeks. You know 
Mrs Browne likes to go, and would not one of the 
ranges with the heat regulators let her go out in the 
afternoon and then come home, knowing that she would 
have a nice hot supper?” 

“I get you. Seven.” 

“Then here is the theatrical announcement for next 
Wednesday. Is not that a good one to use four selling 
the same kind of a range?” 

“Sure. Nothing better. Eight.” 


A Wedding 


“Here is Jim Perkins. He has just married a woman 
from another city. Jim takes a great dea! of credit to 
himself that he has the very latest Jabor-saving devices 
for his men to work with. If it is a paying preposition 
to equip the shop with the best, why not the home.” 

“I get you. Go on.” 

“Well, here is your tenth: This illustrates how the 
first cost of an article is not the main thing. This tells 
of the show in the city, and how a cow over there was 
bought by a man who paid just the same amount that he 
had refused to pay for five cows the day before. He 
justified himself by saying that the one cow would pro- 
duce as much in a year as all five of the others, and 
would cost about one-fifth as much to feed. Get the 
point? They were all cows, but—” 
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“Of course, our up-to-date equipment costs a little 
more to install but the upkeep is so much less that a 
man can afford to throw his old away, because of the 
savings. Well, much obliged for the ten. 1 do not 
think I will need you to find me any more, for I think 
I can find them myself. But you can count on having 
to change that ad from this time on ‘frequent and 
often,’ as the saying goes. And in the future the copy 
will contain more than an announcement.” 





They Sell Without Pay 


Every time you sell a gas range you put into the 
field a silent salesman who daily sells without cost to 
you, more gas, more of the product you make and 
wish to sell. 

Every time you sell a hotel equipment, you put into 
the field a silent salesman who, without pay, sells 
your product—gas. 

Every time you sell a cooking equipment to a hos- 
pital, a factory, a restaurant, a cafeteria, you put into 
the field a silent salesman who is daily adding to the 
sale of gas and asks no salary. 

Every time you sell a candy furnace you are put- 
ting into the field a silent salesman who helps to in- 
crease gas consumption—a salesman who goes to 
work without compensation. 

Most organizations that employ salesmen are 
forced to pay them a commission on the sales they 
make. 

These salesmen ask no salaries and those who pa- 
tronize them pay them to come to work. 

It does seem as if every director in every gas com- 
pany—every executive in every gas company—should 
be intensely interested in putting out as many of 
these silent, active, inexpensive salesmen as they pos- 
sibly can. 

A “Vulcan Bulletin.” 





Holding a Gas Week 


The Portland Gas & Coke Company, Portland, Ore., 
just before the holidays, put on a gas week that, ac- 
cording to all reports, was very successful. In two ad- 
vertisements announcing the week the idea was firmly 
planted in the minds of the readers by J. H. Hartog, 


sales manager of the company. The first advertisement 
appeared on Saturday, Dec. 10, and was followed by 
another on Sunday, Dec. 11. 

Here are the advertisements, which appeared in four 
daily papers: 




















In making your window displays, it is well to display 
but one appliance or type of appliance at a time, 
and to keep your display as simple as possible. 
Concentrate on one appliance at a time, use but 
few window cards and be sure they are neat and 
that the text is plain—readable at a glance. 


Bulletin of Abstracts Reduced 

The executive board has authorized a reduction of 
the subscription rate of this valuable publication from 
$7.50 to $5, at which latter price it is hoped all the 
old and many new subscribers will take advantage 
of this offer. 

The abstracts are issued bi-monthly and are printed 
on loose-leaf sheets, indexed so the material may be 
filed for ready reference 

The problem of keeping informed concerning the 
many matters of value and interest to gasmen appear- 
ing in the various gas publications is largely solved 
by the regular use of the abstracts. They enable you 
to locate quickly and accurately the source from 
which information on a particular subject is obtain- 
able and at the same time make available condensed 
information on such subjects. 








Gas Week! 


giving everybody a chance to get in. If you 
want any purchase kept and not delivered till 
Christmas, just say so. 


Monday: Radiantfires, only $1 down! 

Tuesday: Automatic Water Heaters, 
only $10 down! 

Wednesday: Gasco Furnaces, only $10 
down! 

Thursday: -Washing Machines, only $5 
down! 

Friday: Gas Ranges, only $5 down! 


Saturday: Tank Heaters, only $1 down! 
A Week of Sensations! 


i“Some Week!” 
At the Gas Office, Alder near Fifth 








Next Week 
Gas Week 


We have had a 
Fire-Prevention Week 


Prune Week 
Tell-the-Truth Week 
and Music Week 


Why not a Gas Week? 


No reason whatsoever, so next week is going 
to be a Wonder. Something doing and some- 
thing new every day at the Gas Company’s 
sales floor. 


Watch the Sunday Papers! 
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“Ad itt itis” Gas | j ‘ Ail t 
(Continued from page 9.) 


your kitchen your bill for electricity would be slightly 
less than the rent? 


Gas Range Absolutely the Best 

And he could have said that the gas range is abso- 
lutely the best cooking machine ever invented, and 
that they are so brightly polished and prettied up 
with nickel-plate and enamel that some people mis- 
take them for musical instruments. He could have 
told about the Polish woman of Chicago who bought 
a big double-decked, white-enameled gas stove and 
had it set up in the parlor next to the piano. 

When he admits that electric lights are fine he over- 
looks the fact that they are fine when they are work- 
ing and get the “juice” to make them fine. And it has 
been my experience that electric current takes more 
vacations than a union pipe-fitter. The fact that the 
engineer at the power-house has a toothache is ex- 
cuse enough to shut down the whole plant and leave 
a city in the dark for ten minutes at a time. 

A gas light is more like the kind that God makes 
in the middle of the day than any light ever devised 
by man. 

I once bought a nice blue suit of clothes. It was a 
dark, rainy day and I made my selection by the aid 
of a very superior, very expensive electric lamp. 
When I looked at my purchase at home under a 100 
per cent perfect light—made by a $2.50 incandescent 
gas lamp—I found that my blue suit was the color 
of a Georgia watermelon. 


Grand—for the Electric Companies 

Our boosting (?) gasman admits that electric flat- 
irons are grand. They are grand—for the electric 
companies—but are more expensive than twins for 
the consumers. 

An electric flatiron has two heats—red hot and dead 
cold. When the heating element burns out, an elec- 
tric iron is about as useful as the itch. 

Here is just how progressive the gas-iron manu- 
facturer is: ‘There is a gas iron on the market with 
a shock-absorbing spring handle. Acts just like a 
shock-absorber does anywhere else. Rubber heels: 
rubber tires; springs, on beds, automobiles, etc. 

There are no electric irons on the market with a 
spring handle, a very desirable feature. 

There is a gas-heated flatiron made that has ar 
extra two-pound slip-on weight which converts a 
six-pound domestic iron into an eight-pound laundry 
iron. 

No electric irons have this novel and useful fea- 
ture. 

Can the heat of an electric iron be adjusted to any 
temperature desired by the operator? 

No. But the heat of a gas iron can be adjusted to 
any desired temperature, and it will hold the heat 
right where you want it. 

When speaking of gas and apne 4 for power, 
our writer admits that electricity is O. K. 

Why admit anything? Admit nothing and deny 
everything. The “live wires” do not admit that there 
is such a thing as gas, excepting the kind used by 
dentists, automobiles and politicians. 

I do not advise anyone to go around knocking elec- 
tricity, but I would like to see everyone boost for 
gas. For if we do not toot our own horn it is going 
to go untooted. 


“No Money” Excuse Doesn’t Go 
John Burns Assures Sale Success by Going After Wealthy 
By ROY W. BROWN 


St. Louis, Mo.—“You can’t tell me that lack of 
money is going to prevent us making sales to these 
prospects,” says J. J. Burns, commercial manager of 
the Laclede Gas Light Company, referring to a se- 
lected prospect list for a campaign Laclede is getting 
under way. 

Even a casual glance at the list Mr. Burns presents 
confirms his statement. The list of prospective cus- 
tomers is compiled from women’s club memberships, 
social registers, and like sources. It is a carefully 
prepared picking of the people with money, and the 
way the Laclede staff is selling to these selected 
prospects shows that it’s worth while for the chief 
himself to “call the shots” on an important campaign. 

Work on the list is begun by a mailing of an en- 
graved invitation to attend a private advance show- 
ing at the company’s office. A secluded section of 
the showroom—up on the balcony—has been set 
aside. The place is furnished in charming taste. Here 
is a spot where a sale is staged under the most favor- 
able circumstances. Just bringing a prospect to it 
indicates an especially keen desire to extend a favor 
beyond that shown to the ordinary mortal. 

The invitation had the desired effect. It is bring- 
ing the elect of St. Louis in droves to the Laclede's 
office. Mr. Burns enclosed one of his own engraved 
cards with the invitations. Because of his activities 
for women’s organizations during the war, when the 
soft pedal was placed upon new business work, Mr. 
Burns probably knows every woman who is promi- 
nent in St. Louis club circles. 

To show how this service extended in managing 
the patriotic shows of womens’ clubs during the war 
works out, we may take the case of a certain woman 
who is the acknowledged leader of St. Louis society. 
In starting this campaign, Mr. Burns went to her and 
was accorded a gracious welcome in return for his 
many helps during the hectic war period. He told 
her that he wanted to make an installation in her 
living room. He was frank about it. He said he 
knew so many women would see it that it would sell 
hundreds. It wasn’t much trouble selling her. Al- 
ready the installation has had the effect Mr. Burns 
planned. The society leader is as enthusiastic about 
her fireplace as the livest new business man could 
desire, and her word has carried into many homes. 

Laclede salesmen are being stirred by a contest. 
Prizes for weekly sales leadership and for the season 
total are being offered. 

A table upon which an exhibit is placed is set in 
the most prominent position of the Laclede show- 
room. The Laclede wagons are carrying campaign 
banners. Newspaper advertising and gas bill stickers 
are being used full force. 

To show how thoroughly Mr. Burns is going about 
proving business is better than ever for companies 
that go after it hard, the beautiful marble columns in 
the main Laclede showrooms are being fitted with 
shelves which feature the appliance. It will be hard 
to go past the Laclede headquarters or into them and 
not have a buying suggestion hit the prospect on 
every hand. 
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Public Utilities Securities Market 


Prices of Representative Gas Bonds 


Report 


(Quotations furnished by The National City Company) 


Jan. 5, 1922 
Company Issue Maturity Bid Asked 
American Lt. & Trac. Co........... Five Year 6s........ May 1, 1925 96 96Y, 
Brooklyn Union Gas Co............ First Consol. 5s..... May 1, 1945 88 ROY, 
Columbia Gas & Elec. Co.......... ee eee May 1, 1945 38 89 
Consol. Gas, Elec. Lt. & Pr. Co. 

Gh POR | fvidGanpacckse First Ref. 7%4s...... Dec. 1, 1945 105 107 
Consol. Gas, Elec. Lt. & Pr. Co....General 4%s........ Feb. 14, 1935 831% &4 
Consol. Gas Co. of New York...... Sec. Come 78..6. +0. Feb. 1, 1925 103% 103% 
New Amsterdam Gas Co....... .. First Consol. 5s.....Jan. 1, 1948 72 75 
Denver Gas & Elec. Co............ Gen. (now Ist) 5s...May 1,1949 85 88 
Breernt Care “Gree Go. «. «vas ives es SS ae eee Jan. 1, 1923 95 97 
Equitable Il!lum. Gas Lt. Co. of 

| Eee eRe Jan. 1, 1928 96% 99 
Hudson County Gas Co............ 2) See Nov. 1, 1949 84 87 
Laclede Gas Light Co.............. Ref. & Ext. 5s...... Apr. 1, 1943 39 9% 
Louisville Gas & Elec. Co.......... First & Ref. 7s...... June 1, 1923 100 
Michiwan: Light CO.k cncinccccccsces First & Ref. 5s...... Mar. 1, 1946 85 88 
Milwaukee Gas Light Co....... ee ee eee May 1,1927 989 91 
Pacific Gas & Elec. Co....... oonscem @ Ret. Sex... Jan. 1, 1942 873% 88% 
Pacific Gas & THlec. Co... secs. Col. Tr. Conv. 78....May 1, 1925 100 101 
Pacific Gas & Elec. Co............ First & Ref. 7s...... Dec. 1, 1940 104 105% 

Cal. Gas & Elec. Corp........... Unif. & Ref. 5s...... Nov. 1, 1937 93 95 
Peoples’ Gas Lt. & Coke Co....... Refunding 5s....... Sept. 1, 1947 85 87 
Chicago Gas Lt. & Coke Co..... BE lcs Cicesacaninceore July 1,1937 90 92 
Portland Gas & Coke Co.......... First & Ref. 5s...... Jan. 1,1940 8 9 
Seattle Lighting Co................ Refunding 5s........ Oct. 1,1949 78 Si 
Southern California Gas Co........ First 66.........000- Nov. 1,1950 93 97 
Utica Gas & Electric Co........... Ref. & Ext. 5s...... July 1,1957 8 % 
Washington Gas Light Co......... General 5s.......... Nov. 1,190 88 939 

Western States Gas & Elec. Co. ‘ 
of California ..........000. First & Ref. 5s...... June 1,1941 %4 87 





Laclede Gas Light Company 
Has $340,000 Deficit 


St. Louis, Mo.—The Laclede Gas- 
light Company of St. Louis, which 
has applied to the Public Service 
Commission of Jefferson City to de- 
crease the heat percentage of the gas 
furnishd to its customers from 600 
B.t.u. to 570 and to increase its elec- 
tric rates about 10 per cent, filed a 
financial statement, which showed 
that the company lacked 3.14 per 
cent earning enough money for the 
first eleven months of 1921 to pay its 
bond interest and preferred stock 
dividends, which are fixed charges. 

Charles L. Holman, president, said 
*hat the deficit upon those two items 


is $340,000, approximately and that 
both are fixed charges. 

With respect to the application to 
reduce the heat content of the gas, 
Holman said the Laclede Gas Light 
Company has been furnishing gas 
of 600 B.t.u., while under the rules 
of the commission other Missouri 
companies are required to maintain 
an average of only 570. He said the 
application is to put the Laclede on 
a parity with the other gas compa- 
nies. 

The fact that the Laclede was fur- 
nishing gas of higher heat content 
than that furnished by other gas 
companies, Holman said, grew out of 
an old contract with the city. 
Formerly gas was furnished to the 


city by candle-power. When the 
Public Service Commission was cre- 
ated it was decided to measure the 
heat content by British thermal units, 
and 600 was agreed upon by the 
city, the company and the commis- 
sion. It was necessary for the com- 
pany to make an application to re- 
duce the heat content, although high- 
er than the commission’s rules re- 
quire. 

The company’s application, unless 
opposed, becomes effective in thirty 
days. 

The petition recites that the re- 
duction of the heat units will “greatly 
aid the company in the manufacture 
and distribution of gas of uniform 
quality, and give to the public a com- 
modity which is universally regarded 
by gas engineers as more satisfactory 
from every standpoint than gas of 
higher heat value. 

“The experience of many gas man- 
ufacturers in the United States,” 
continues the application, “indicates 
that even a much lower standard 
than 570 B.t.u., even as low as 525, 
is still more economic and satisfac- 
tory.” 

The gross income for 1921 is giv- 
en at $6,450,167.55, and the gross in- 
come for a like period in 1920 is 
given at $5,904,880.02. The operat- 
ing expense for 1921 is stated to be 
$4,766,429.84, and for a correspond- 
ing period in 1920 the operating ex- 
penses were $3,653,396.83. 

The company values its plant and 
holdings at $43,807,924.43. Its lia- 
bilities are listed as follows: Com- 
mon stock, $10,000,000: preferred 
stock, $2,500,000; mortgage 5 per 
cent bonds, $10,000,000; first mort- 
gage 7 per cent bonds, $16,000,000: 
bills and accounts, $1,669,585; lia- 
bilities not yet due, $1,028,929; rev- 
enue for dividend fund, $278,751; 
surplus and reserve, $1,630.65. 


Peoples Gas to Pay Dividend 


Chicago, I!l—-The Peoples Gas 
Company of Chicago has annonced 
it will resume payment of dividends 
Tan. 17, with a quarterly payment of 
1% per cent. 
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Gas Company Reimbursed 


The Public Service Commission of 
Missouri has authorized the Spring- 
field Gas & Electric Company to re- 
imburse its treasury for losses sus 
tained through elimination of a ser- 
vice charge by making an increase 
of 10 per cent in its flat rate charge 
for gas. At a time when the price 
of materials was increasing the com- 
mission refused to permit the estab- 
lishment of a service charge by the 
company. On a repeal, additional 
statistics were presented and the 
commission ruled that the company 
was entitled to a higher return. 





Coushatta Gets Natural Gas 


for Fuel and Lights 


Coushatta, La.—Natural gas from 
the well owned by the United States 
Drilling Company was turned into 
the mains in Coushatta recently. 

Easterly & Florene, contractors, 
erected a pipe thirty feet high with a 
large burner on top at what is known 
as “Lover’s Retreat,” on the levee. 
and invited out the town to witness a 
demonstration. A large crowd at- 
tended and was convinced that Cou- 
shatta had gas ample for both fuel 
and lights and as soon as connections 
can be made dwellings and business 
houses will be supplied. 

J. F. Stephens addressed the 
crowd in behalf of the mayor and 
said, in part: “The town will be 
ever grateful to the United States 
Drilling Company and to the East- 
erly & Florene Company for this 
great achievement.” Several other 
addresses were made by representa- 
tives of the different companies. 


Valuation of Light Company 
Now Totals Over Four 
Millions 

Under date of Dec. 14, 1921, the 
Public Service Commission of the 
State of New York issued an order 
to the Fulton County Gas & Electric 
Company authorizing certain prop- 
erty values to be placed on the com- 
pany’s books. The Fulton County 
Gas & Electric Company recently 





completed an inventory and appraisal! 
of its property, which was submitted 
to the Public Service Commission for 
examination and approval or modifi- 
cation. The order from the commis- 
sion is the result of reports submit- 
ted to the commission by its own en- 
gineering and accounting divisions. 

Under the terms of the order the 
corrected fixed capital of the com- 
pany as of April 30, 1921, is as fol- 
lows: 

Gas department, $987,982.54; elec- 
tric department, $3,059,337.34. 

The company supplies gas to the 
cities of Gloversville and Johnstown 
and supplies electricity to the cities 
of Johnstown and Gloversville and 
to the villages of Northville, May- 
field, Broadalbin, Fonda, Fultonville, 
Fort Plain, Nelliston, Cobleskill and 
Richmondville. 





Insurance. Gas Co.’s Bonus to 
Employees 

Chicago, Ill.—Life insurance poli- 
cies running one year have been giv- 
en its employees as Christmas bo- 
nuses by the Peoples Gas, Light & 
Coke Company. Every employee 
who has been with the company for 
six months or more received a policy, 
varying from $500 to $1,500 in ac- 
cordance with length of service. 





Redding Must Pay 


San Francisco, Cal.—A just com- 
pensation to be paid by the city of 
Redding to the Pacific Gas & Electric 
Company for purchase of the dis 
tributing plant supplying Redding 
with light and power is $57,352, the 
State. Railroad Commission an 
nounced, after members of the com- 
mission held a hearing on reappraise- 
ment of the plant. 

The amount is a net increase of 
$4,643 over the sum the city voted 
in 1918 for the plant’s purchase, and 
under the terms of the commission’; 
reappraisement the claim of the com- 
pany of $13,416, for additions and 
improvements made since 1918. was 
allowed. An offsetting depreciation 
of the plant. alleged by the citv, to- 
taline $8,772, was also allowed. 





Announce Reorganization of 
Executive Staff 

Syracuse, N. Y. — Important 
changes in the executive organization 
of the Syracuse Lighting Company 
have been announced by James C. 
DeLong, president of the company. 

G. I. Vincent, engineer in charge 
of the gas department, is made man- 
ager of the company. In that ca- 
pacity he will relieve President De- 
Long of many of the details in di- 
recting the business of the lighting 
company. 

W. C. Pearce, superintendent of 
the electrical department, has been 
made the company’s engineer, and 
will have charge of all the engineer- 
ing work, which, with almost con- 
stant expansion of gas and electric 
service, has become of large impor- 
tance. 

A. Dean Dudley continues as trea- 
surer of the company, having super- 
vision over various departments, 
such as finance, auditing, domestic 
sales, collections, etc. 

K. V. Farmer, assistant superin- 
tendent of the electrical department 
is made superintendent to succeed 
Mr. Pearce. 

With the retirement of Mr Vin- 
cent as gas engineer, two of his as- 
sistants are promoted. Joseph But- 
ler becomes superintendent of gas 
production, and Joseph Lucena is 
appointed superintendent of gas dis- 
tribution. 

Mr. Vincent will assume the duties 
of the newly created position of man- 
ager of the lighting company, after 
having been with the company four 
years. Prior to coming here Mr. 
Vincent served in other cities as an 
employee of the United Gas Im- 
provement Company, of Philadel- 
phia, of which the Syracuse Light- 
ing Company is a subsidiary. He 
was in charge of gas manufacture 
and distribution at Des Moines, Ia. 
Mr. Vincent is a graduate of the 
University of Pennsylvania. 

Mr. Pearce is a Cornell University 
graduate. Before taking a position 
with the Syracuse Lighting Company 
about twelve years ago he was with 
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the Troy Gas & Electric Company 
and at another time was connected 
with the Cortland County Traction 
Company. 

In the office of engireer which, 
like that of manager, is a new post 
in the lighting company’s organiza- 
tion, Mr. Pearce will direct work 
which is growing in both volume and 
importance as the company extends 
its facilities to meet the increasing 
needs of the community. In -addi- 
tion to construction and improve- 
ment work, Mr. Pearce will look af- 
ter hydro-electric power sales, indus- 
trial sales and municipal lighting. 

Mr. Farmer and Mr. Butler have 
“grown up” with the company since 
leaving college. Mr. Lucena had 
large experience in the gas business 
at Omaha, Neb., before locating in 
Syracuse. 





Average Rate $2.27 


Columbus, Chio—-The average 
rate for artificial gas in Ohio is $2.27 
per thousand cubic feet. 

This is shown in a compilation 
made from reports on file with the 
State Public Utilities Commission. 

The cost of artificial gas is of par- 
ticular interest to Ohioans at this 
time because the supply of natural 
gas. the fuel used in the majority of 
Ohio homes, is rapidly becoming de- 
pleted. 

Technologists and mining engi- 
neers are agreed that artificial gas is 
the fuel that will be substituted for 
natural gas when the latter is gone, 
which will be within a few years, ac- 
cording to the United States Bureau 
of Mines. 

Artificial sas has but half the heat- 
ing value of natural gas. In other 
words, it requires 2,000 cu. ft. of ar- 
tificiel gas to do the work that 1,000 
cu. ft. of natural gas will do. 





Must Adopt Uniform System 


Fargo, N. D.—AIl gas utilities in 
North Dakota are required to adopt 
a uniform system of accounting pre- 
scribed in an order just issued by the 
State Railroad Commission, accord- 
ing to its latest bulletin. 


Seeks Higher Gas Rate 


Brooklyn, N. Y.—The Nassau & 
Suffolk Lighting Company has ap- 
plied to Supreme Court Justice Dike 
for an order vacating an injunction 
preventing a rate of more than $1.50 
per thousand feet for gas in Garden 
City. 





Relations with Employees Is 
Discussed by Enid 
Manager 
Enid, Okla.—Lincoln Beerbower, 
manager of the Oklahoma Gas & 
Electric Company, speaking before 
the Rotary Club of Enid recently on 
“The Relation of Employer and Em- 
ployee” and discussing the problem 
of securing perfect co-operation 
from employees in all departments, 

said in part: 

“One day I called a conference of 
the higher employees and plainly dis- 
cussed the situation with them. Oth- 
er conferences were called at which 
these men began to put forth their 
own ideas for the conduct of the 
business. You would be astonished 
at the amount of thought that some 
of your employees have given your 
business. I am of the belief that 
every employee thinks he can do the 
boss’s work better than the boss him- 
self. 

“The policy we have adopted is 
that an employee does not work for 
the company but with the company, 
with the result that for downright 
loyalty to an organization you would 
have to search this country very 
thoroughly before you would find 
another to comp?re with it with re. 
gard to loyalty of its personnel. Dur- 
ing the last storm, when our lines 
were down and it was blowing a gale. 
our men never hesitated but battled 
the storm at the risk of their lives so 
that we might be able to serve the 
people of the community with the 
comfort and service that electricity 
brings.” 





United Gas & Electric 
Earnings 

Earnings of the United Gas & 
Electric Corporation and its subsid- 
iaries continue to show the improve 
ment noted during September and 
October. November’s balance avail- 
able for dividends was $189,920 
against $145,948 for October and 
$114,770 for November, 1920. For 
the twelve months ended November 
30, 1921, net after fixed charges and 
amortization of debt discount, ap- 
plicable to its $9,284,800 first pre- 
ferred stock, was $681,193, or at the 
rate of $7.33 a share compared with 
$619,300, or $6.67 a share, for the 
previous month. 

The significant part of this state- 
ment is that these earnings are en- 
tirely due to the company’s utility 
business, none of the oil earnings be- 
ing included. For some time the 
company has been reducing its float- 





ing debt and at present it has no 
other obligations than its outstand- 
ing securities, none of which mature 
before April 1, 1945, while its cash 
balance for reserves, interest charges 
and other corporate purposes as of 
Oct. 31 was considerably in excess 
of $2,000,000. 4nother favorable 
feature of the company’s position 
has been its ability to buy in the 
open market, either through itself or 
its subsidiaries, some $1,422,000 of 
its own 6 per cent~collateral trusz 
bonds now in the treasury. 


$25,000 Garage Fire 

Philadelphia, Pa.—Fire swept the 
Wyncote plant of the Philadelphia’s 
Suburban Gas & Electric Company, 
Dec. 21. Thirteen motor trucks were 
destroyed. The buildings themselves 
were virtually fireproof. The prop- 
erty loss is fixed at about $5,000, 
while the loss in destroyed machines 
and equipment represents an addi- 
tional $20,000. 

The cause of the fire has not been 
determined. 


Gas 50 Cents Per 1,000 Ft. 

Helena, Mont.—The public Ser- 
vice Commission has announced an 
order establishing a temporary gas 
rate to apply in Billings. where the 
natural gas of the Elk Basin oil field 
will be used by consumers. 

Under the new rate consumers will 
get the first 100,000 cu. ft. of gas for 
50 cents per thousand feet. The next 
100,000 will cost them 45 cents per 
thousand ft.; the third 100.000, 40 
cents per thousand feet; the fourth 
100,000, 35 cents; the fifth 100,000 
30 cents, and the sixth 100,000, 25 
cents. 

The old rate in Billings for manu- 
factured gas was a minimum of 
$1.20 per thousand feet, with a max- 
imum of $1.95. 

A protest has been filed by the cit- 
izens of Billings against the new 
rates established by the commission, 
consequently the board announced 
they would be temporary only. A 
hearing will be held some time in 
April, at which time permanent rates 
will be established. 





Represents Quigley in 
Cleveland 

The Federal Supply Company, 
East Seventy-ninth Street, Cleve- 
land, Ohio, have been appointed rep- 
resentatives in that territory for the 
Quigley Furnace Specialties Com- 
pany, Inc., 26 Cortlandt Street, New 
York City, manufacturers of Hytem- 
pite and Insulbrix. 
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State Grants 13-Cent Rate 


Increase 


Oklahoma City, Okla.—Gas rates 
have been advanced 13 cents for 
1,000 cu. ft. in Oklahoma City, Mus- 
kogee, EK] Reno, Enid. Yukon, Guth- 
rie, Shawnee and Wagoner, by the 
Corporation Commission. The Okla- 
homa City rate is 55 cents. 

The advance is temporary and the 
gas companies are required to make 
bond sufficient to insure the reim- 
bursement of patrons should the 
Federal court fail to uphold the 10- 
cent gate rate increase granted on a 
temporary order by Judge John H. 
Cotteral. The advance was granted 
the distributing companies to offset 
the 10-cent advance given the pro- 
ducing company by Judge Cotteral. 

The 10-cent increase in the price 
of gas at the city gates requires more 
than a 10-cent advance to the con- 
sumer to keep the distribution com- 
pany from losing money, said mem- 
bers of the commission. The dis- 
tributing companies are required to 
pay for all gas received at the city 
gate meter and there is a large leak- 
age as the gas is piped over the city. 

The increased loss through the in- 
crease on the gas lost by leakage 
must be considered in granting an 
increase to offset the increase in the 
gas rate, the commissioners said. If 
the entire amount of gas received 
from the producing company were 
delivered to the homes the margin of 
profit would be less to the distribut- 
ing company by the application of 
the same advance to both the pro- 
ducing company and the distributing 
company because the amount of 
money required to handle the trans- 
action would be greater. 





Alterations to Water Gas 
Apparatus 


The water gas set recently remod- 
eled for the Detroit City Gas Com- 
pany has been put into service. The 
new work included the installation 
of a model H reversing valve with 
ash pockets, also a new control sta- 
tion for handling hydraulic lifts of 
this set. This work was done by the 
Western Gas Construction Company. 





Gas Holders Now Under 
Construction 
Shipments are now being made of 
gas holder materials for the 500,000 
cu. ft. holder to be built for the Gov- 


ernment at the aviation field near 
Belleville, Ill. 


The Narragansett Electric I .ight- 
ing Company, of Providence, R. I., 
has placed a contract for a 390,000 
cu. ft. capacity gas holder to be 
erected at their Bristol plant. 





The new 100,000 cu. ft. holder be- 
ing constructed at Traverse City, 
Mich., has just been completed and 
has been taken over by the Traverse 
City Gas Company. Contracts for 
the above were awarded the Western 
Gas Construction Company, of Fort 
Wayne, Ind. 





Gas Consumption Shows Big 
Increase 

Portland, Ore.—Consumption of 
gas in the Portland district has in- 
creased 177 per cent in the last ten 
years, while throughout the country 
the increase is 115 per cent, accord- 
ing to George L. Myers, assistant to 
the president of the Portland Gas & 
Coke Company. The average yearly 
consumption locally has increased 
from 16,542 cu. ft. to 86,780, because 
of increased uses of gas for cooking, 
house heating and industrial pur- 
poses. 





Bonds Sold 


The satisfactory sale of the new 
$1,500,000 St. Paul Light Company 
general and refunding mortgage 
thirty-year 6 per cent gold bonds, 
offered at 99% and accrued interest, 
the $1,500,000 city of Richmond, 
Va., 5 per cent bonds at 10854 and 
interest, and the $2,000,000 Hacken- 
sack Water Company fifteen-year 7 
per cent debenture bonds at 100 and 
interest has been reported. 





Director’s Meeting 
A directors’ meeting of the Perth 
Amboy Gas Light Company was held 
Dec. 21. According to announce- 


ments, only routine business was 
transacted. 





Remodeling Water Gas Set 


The Newport Gas Light Company, 
of Newport, R. I., has recently 
placed order for complete remodel- 
ing of one of their water gas sets, 
including installation of a model H 
reversing valve with a modern sys- 
tem of dust pockets, hydraulic op- 
eration of their valves, new oil spray 
and new central control station for 
operating all of the hydraulic lifts 

Contract was placed with the 
Western Gas Construction Company. 


Denver, Col., Is Promised 
Natural Gas 


The city of Denver, Col., as a 
starter for the good things promised 
in 1922, are told that they are to have 
natural gas piped in from the Lost 
Soldier, Mahoney Dome, and other 
Wyoming fields. 

It is all practical, but will it even- 
tuate? 

Frank W. Freuauff, official 
spokesman for Henry L. Doherty, 
says that “the preliminary plans have 
been made, but the main drawback 
is the fact that the Denver com- 
pany’s franchise limits the charge to 
the consumer of 40 cents per thou- 
sand feet of gas, and to pipe gas 
from the Wyoming fields, about 300 
miles, would require an enormous 
outlay, on which the 40-cent rate 
would not even pay the interest. 

“We are trying to find out what 
rates would be necessary to charge 
to carry the Wyoming natural gas to 
Denver. The next step would be 
for the Denver Gas & Electric Light 
Company to negotiate with the city 
of Denver for a new franchise, if 
that could he done.” 

It is believed by some qualified to 
know that 60-cent gas from the 
Wyoming gas fields would make it 
a success for all. Artificial gas in 
Denver now costs $1, with a dis- 
count of 5 per cent for all bills paid 
within ten days. Under the contract 
franchise between the city of Den- 
ver and the Denver Gas & Electric 
Light Company the price was placed 
at 75 cents. The gas company, un- 
der the contract, is required to pay 
into the city treasury all money re- 
ceived over 75 cents. 


The gas company has failed to re- 
mit the excess to the city, hence the 
legal entanglements, mention of 
which has been made in these col- 
umns, from time to time. 


The cost to establish this natura! 
gas connection is estimated at he- 
tween $7,000,000 and $10,000,000, 
but as the gas supply is figured as 
unlimited the realization would 
mean more factories in Denver and 
northern Colorado cities. and quite 
logically a larger population and 
prosperity. 

To give you an idea of this enor- 
mous gas pressure, one well at Ma- 
homey Dome, which is thirty miles 
from Laramie, produces gas at the 
rate of 45,000,000 cu. ft. every 
twenty-four hours, and this gas is 
under a pressure of 900 Ib. to the 
square inch. This well caught fire 
some time since, burned for over a 
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month, but there was no diminution 
either in pressure or volume. 

The Kasoming Oil Company alone 
can furnish about 75,000,000 cu. ft. 
of gas daily. 

The city of St. Joseph, Mo., gets 
her gas from the Oklahoma and 
Texas fields, more than 600 miles 
distant, so what’s to hinder Denver 
from getting natural gas, with only 
half, or less than half, that distance 
to go? 

Nothing, if the powers that be 
really mean business. 


F iret-Aid Trestent for 
Carbon Monoxide 


Poisoning 

Washington, D. C. — Carbon 
monoxide poisoning is one of the 
most widely distributed and most 
frequent causes of industrial acci- 
dents, says the United States Bu- 
reau of Mines. Carbon monoxide 
gas is a product of incomplete com- 
bustion, and since it is without col- 
or, odor, or taste, its presence is 
frequently unsuspected in many 
places where it exists. It is an ever 
present danger about blast and 
coke furnaces, smelters and foun- 
dries. It may be found in build- 
ings having a leaky furnace or 
chimney, and in buildings where a 
gas stove is used without a proper 
flue connection, such as is often 
found in tenements, tailor shops 
and boarding houses. Hospitals re- 
ceive annually a great number of 
victims of poisoning, either by ac- 
cident or in an attempt at suicide, 
from artificial illuminating gas. 
People may be affected by leaks 
wherever water gas is formed or 
used. The exhaust gases from gas- 
oline meters under average run- 
ning conditions usually contain 5 
to 7 per cent carbon monoxide, and 
sometimes as much as 13 per cent. 
Deaths from running an automo- 
bile engine in a closed garage are 
not infrequent. A similar danger 
may arise in operating gasoline en- 
gines in launches without sufficient 
ventilation. The gas is formed al- 
so in stoker rooms, in gun turrets 
on battleships, in petroleum refi- 
neries, and by the Lablanc soda 
process in cement and brick plants. 
In underground mines carbon 
monoxide may appear as the result 
of shot firing, mine explosions, or 
mine fires, and in tunnels where 
automobiles, coal or oil-burning lo- 
comotives are operated. 

In spite of the common occur- 
rence of carbon monoxide poison- 
ing, there appears to be no uni- 


formly recognized treatment for 1 
person overcome by carbon mon- 
oxide. In the rescue work of the 
United States Bureau of Mines, 
however, a method has been de- 
veloped which has been supported 
by laboratory investigation, and 
has proved successful in practical 
experience, over a period of years. 

The first and most important 
thing is caring for a case of acute 
carbon monoxide poisoning is to 
get the poison out of the blood. 
Every moment that it shuts the 
oxygen out of the hemoglobin adds 
to the chances for failure of respir- 
ation and failure of the heart. Ev- 
ery minute that the tissues are sup- 
plied with only a part of the oxy- 
gen they need increases the danger 
of their degeneration and perma- 
nent damage. Both to save life it- 
self and to prevent ill health in the 
future, it is of vital importance to 
eliminate carbon monoxide from 
the blood as rapidly as possible. 

The first step is to get the victim 
away from the atmosphere of car- 
bonmonoxide which he is breath- 
ing ; the next is to supply him with 
oxygen. This may be done by get- 
ting the patient into fresh air, but 
only one-fifth of air if oxygen. If 
a tank of pure oxygen is available 
it is far better to use it, as the ac- 
tion is much faster and the after- 
effects, especially the headache, are 
much less severe and not so pro- 
longed. 

In view of the great importance 
of administering oxygen to these 
victims at the earliest possible mo- 
ment, it is recommended that all 
ambulances be equipped with oxy- 
gen tanks. It may be that when 
the victim is found his breathing 
has stopped, or is very weak and 
irregular. In this case, after quick- 
ly removing the victim to good 
air, or while administering oxygen, 
one of the rescuers should begin at 
once artificial respiration, by the 
Schaefer method. 

Continue artificial respiration, if 
necessary, for at least three hours 
without interruption, or until nat- 
ural breathing has been restored 
or a physician has arrived. Even 
after natural breathing begins, 
carefully watch that it continues. 
If it stops, start artificial respira- 
tion again. 

While the administration of oxy- 
gen is by far the most important 
factor in the treatment and cannot 
be overemphasized, other things 
should be done to help the patient. 
He should be kept quiet and lying 





flat, to help his weakened heart. 
When he revives, he should not be 
allowed to walk about or in any 
way exert himself, for there is dan- 
ger of heart failure. Heat from 
safety lamps, hot-water bottles, or 
warm bricks, rubbing the arms and 
legs, and keeping the patient well 
covered with blankets all help the 
circulation, and aid in tiding the 
body over a period of low vitality. 
The safety lamps, hot bricks. etc.., 
should be well wrapped in cloth or 
paper as a precaution against burn- 
ing the patient. Other stimulants, 
such as hypodermics of caffein-so- 
dium benzoate or camphor in oil, 
should not be administered except 
by a doctor, after he has considered 
the possibility of overstimulation 
and consequent collapse. The pa- 
tient should be kept in bed for a 
day at least. Later he should be 
treated as a convalescent, being 
given plenty of time to rest and re- 
cuperate. Just how long this time 
should be depends on the severity 
of his poisoning and should be de- 
cided by his physician. 

Complete details of methods em- 
ployed in the treatment of carbon 
monoxide poisoning, including a 
description of the Schaefer method 
of artificial respiration, are given 
in a report which may be obtained 
by applying to the Bureau of 
Mines, Washington, D. C. 


90-Cent Rate to Remain in 
Effect Definitely 


Gasmen throughout the country 
will be interested in the most re- 
cent announcement from John W. 
McCardle, chairman of the Indiana 
Public Service Commission, under 
which the 90-cent rate for gas, 
granted the Citizens Gas Company 
of Indianapolis some time ago as 
an emergency relief proposition, is 
to remain in effect indefinitely. It 
is to remain in effect because the 
commission believes the “emer- 
gency” under which the increase 
from 60 cents to 90 cents was 
granted, continues to exist. The 
decision is but another evidence 
that the old rate for gas, charged 
by the Citizens company for many 
years, will not come back at least 
for some time. 

Mr. McCardle, in his statement. 
pointed out that when the Indiana 
commission authorized the gas 
company last May to increase its 
rates, it said in its order: 

“It is therefore ordered by the 
Public Service Commission that 
the petitioner, Citizens Gas Com- 
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paay, be and it is hereby authorized 
on and after the date of this order. 
until Dec. 31, 1921, or until such 
earlier or later date as the emer- 
gency now existing shall cease to 
exist, to charge and collect a rate 
of 90 cents a thousand cubic feet 
for all gas sold.” 

Chairman McCardle said that re- 
ports the gas company has been 
making to the commission indicate 
that the emergency still exists and 
that as long as it does exist the rate 
will prevail. A determination of 
a change of conditions might be ef- 
fected, he said, either on the ini- 
tiative of the commission, the gas 
company, or citizens, under condi- 
tions laid down by the Indiana 
utility law. 





Commission Orders 5-Cent 
Reduction in Rates 


Los Angeles, Cal—A reduction 
of 5 cents a thousand cubic feet 
has been ordered by the California 
Railroad Commission upon the re- 
hearing of the rate case of the 
Santa Maria Gas Company asked 
by the city of Santa Maria follow- 
ing the decision of the commission 
Oct. 1 last to raise its rates. 

The reduction of 5 cents a thou- 
sand cubic feet is for the first 
15,000,000 cu. ft. used per month. 
The company has been ordered to 
refund or credit to consumers this 
amount. The new rate is made ef- 
fective on meter readings taken on 
Dec. 12. 

The reduced rates are also made 
applicable to consumers along the 
Orcutt Road and in the town of 
Orcutt. The rate in San Luis Obis- 
po, which the company also serves, 
was not changed. 

The Santa Maria Gas Company, 
the first in the State to furnish nat- 


ural gas, for nearly a year has been 
striving for an increase of rates to 
meet the increased cost of upkeep. 
After several hearings, the com- 
mission granted the 25 per cent in- 
crease asked by the gas company 
in spite of the protest made by the 
city of Santa Maria and San Luis 
Obispo. 

The 5-cent reduction brings the 
gas rate within less than 20 per 
cent of its original rate before the 
October decision of the Railroad 
Commission was made. 


Recent. Orders Issued by 


Indiana Commission 

The Public Service Commission 
of Indiana recently has entered 
several orders of interest to the gas 
industry throughout the country. 
In an order issued on the last day 
of 1921 the commission authorized 
the Citizens Gas Company, of 
Terre Haute, to increase gas rates 
at Terre Haute from a schedule 
ranging from 95 cents to 65 cents a 
thousand cubic feet, to a new 
schedule ranging from $1.20 to 85 
cents, with a monthly minimum 
charge of $1. 

“The rates authorized will be 
temporary,” the commission’s or- 
der said. “The city of Terre Haute, 
Chamber of Commerce or any oth- 
er interested party may bring the 
matter to the attention of the com- 
mission at any time after a reason- 
able test period of operations here- 
under.” 

The commission also authorized 
the Indiana Coke & Gas Company, 
which supplies the Citizens com- 
pany with gas, to increase its 
charge to the Citizens company to 
44.1 cents a thousand cubic feet. 
The new monthly minimum to the 
consumers of gas at Terre Haute 
is an increase of 100 per cent. 

The order recites that, although 
the coke company wanted to dis- 
continue making coke because of 
coke market conditions, it was 
obliged to continue making the 
fuel to continue producing gas to 
meet Terre Haute’s needs. Finally 
the situation reached the point 
where it became necessary to re- 
ceive more revenue from gas. 

In another frame of mind the 
commission lowered the rate 
charged consumers at New Albany 
by the Interstate Public Service 
Company 10 cents a thousand feet 
because the company “has not been 
providing adequate gas service” 
there. 

Commissioner Glenn Van 
Auken, writing the commission’s 
order, said: 

“The commission finds that the 
company should immediately take 
steps to improve the gas service at 
New Albany; it should, commenc- 
ing Dec. 1 and every thirty days 
thereafter, report in writing to the 
commission what progress, if any, 
has been made, a copy of the report 
to be delivered to the mayor of 
New Albany; pending the furnish- 
ing of adequate service and until 
further information is available the 
rates for gas should be reduced and 


the schedule of rates herein author- 
ized should be still further reduced, 
if within a reasonable length of 
time service of the character re- 
quired by the law is not furnished; 
the company should not be permit- 
ted to earn a reasonable return on 
the value of its property until such 
time as the bad service condition 
now existing at New Albany is 
abated.” 

Arthur F. Hegewald and nine 
other citizens of New Albany laid 
the situation before the commis- 
sion. The commission has directed 
its engineers to make an examina- 
tion of the New Albany plant and 
to recommend what improvements 
should be made to better the situa- 
tion. The commission, after lay- 
ing out the financial condition of 
the New Albany business and ob- 
serving the lack of ordinary re- 
turns, said that if the service there 
were adequate the commission 
would have no other alternative 
than to continue present rates, but 
it said: 

“The owners of this utilitv have 
no reason or right to expect that 
they ever wil! ‘be permitted to earn 
a reasonable return on the value of 
the gas property there unless they 
do their duty to the public and fur- 
nish the character of service which 
the consumers have the right to ex- 
pect and demand.” 

The old rates have been in effect 
since June, 1920. 





May Issue Bonds 


Seneca Falls, N. Y.—The Empire 
Gas & Electric Company has been 
given authority by the Public Ser- 
vice Commission to issue 5 per cent 
bonds to the amount of $108,000 and 
preferred 74 per cent stock to the 
amount of $60,000. These increases 
in capital securities were authorized 
to pay for items of new construction 
which have been made to various 
units of the company’s equipment. 
The bonds are covered by a first and 
refunding mortgage of the company. 





Rate Reduction Announced 


Attleboro, Mass.—Superintend- 
ent William J. Luther of the Gas 
Light Company has announced 4 
reduction of 10 cents per thousand 
cubic feet in the price of gas, which 
became effective on Jan. 1. The 
new rate will be $1.50 per thou- 
sand. 




















January 7, 1922 


AMERICAN GAS JOURNAL 








New Combination Gas Stove 
and Fireless Cooker 

A number of interesting and im- 

portant improvements in gas stove 

types now on the market are said 

to be the primary features of a new 

combination gas stove and fireless 


cooker invented by Arnold F 
Glass, of Birmingham, Ala., and on 
which the Government issued let- 
ters of patent a few days ago. The 
inventor has for many years been 
prominently identified with the fur- 
niture business in both Birming- 
ham and Mobile, and he has been 
devoting his time the past three 
years to the perfection of the new 
stove. He was, in fact, obtained a 
number of patents the past several 
years all of which relate to gas 
stoves and represent various im- 
provements. 

The new combination stove and 
cooker has its oven walls lined with 
asbestos or like material just as 
have all fireless cookers now on the 
market, a damper being provided 
that will admit the products of 
combustion from the gas burners 
into the oven when in one position, 
and which in another position will 
divert these products about the 
oven to the flue. There are also 
other novel features such as a 
browning oven below the burners 
with a damper provided to pass 
part of the heat through the top 
when desired. The stove also is 
equipped with a water coil and drip 
pan and with a top, as is the case 
with the ordinary coal stove, which 
will serve to collect all the prod- 
ucts of combustion from the sev- 
eral burners and carry off through 
or by the oven to the flue. 





Gas Company’s Greetings 

The Fulton County Gas & Elec- 
tric Company sent out to its cus- 
tomers the following Christmas 
greeting setting forth the com- 
pany’s gratitude to their em- 
ployees: 

“To Our Consumers, Greetings: 

“We thank you for your good- 
will and patronage during the past 
year. Our greatest asset is your 
good-will and we sincerely value 
the business with which you have 
favored us. 

“We desire to express publicly 
our deep gratitude for the loyalty 
of our emplovees. Our service is 
continuous over twenty-four hours 
and our men work in shifts. In 
times of trouble, however, they 
have frequently neglected their 
personal comforts and unbeknown 


to you worked into the early hours 
of morning, after having already 
performed an honest day’s labor 
during daylight, in order that you 
and members of your family might 
walk our streets in safety and be 
able to use your home lights. 
Through their loyal efforts you 
have had uninterrupted gas service 
and in spite of the workings of the 
elements the electric service has 
been ready to do your bidding at 
the push of a button or the throw- 
ing of a switch. 

“It is our earnest wish that you 
may find our service even better 
during the coming year and we are 
sure you will find that our many 
employees will be always striving 
to serve you to the best of their 
ability. 

“We wish you one and all a mer- 
ry Christmas and a happy New 
Year. 

“Fulton County Gas & 
Electric Company.” 





Court Grants Gas Company 
Temporary Injunction 

Atlanta, Ga—Judge Samuel H. 
Sibley of the United States court 
here, on Saturday night, Dec. 31, 
issued a_ temporary injunction in 
favor of the Atlanta Gas Light 
Company, restraining the Georgia 
State Railroad Commission from 
requiring the company to reduce 
its gas rates in Atlanta and sub- 
urbs, which reduction was sched- 
uled to begin Monday, fan. 2. 

The State commission had been 
reviewing the Atlanta gas rate case 
for several weeks, following an or- 
der to the company to show cause 
why present gas rates here should 
not be reduced. The company 
countered this with a petition ask- 
ing an increase in rates in order 
that it might earn a fair return on 
the valuation of its properties, and 
to take care of a loss estimated at 
approximately $1,000,000 from 
1917 to 1920 inclusive. The com- 
pany further alleged that the rate 
allowed by the commission the 
past several months has not been 
ample to enable it to earn a fair 
return on the minimum valuation 
of its properties, this valuation he- 
ing set by impartial experts at $7,- 
500.000. Decision to seek relief in 
the Federal courts rather than sub- 
mit to a reduction in rates in view 
of the situation was only reached 
by the company after a conference 
of the officials Saturday night, 
Dec. 31. 

A rate cut of from $1.90 to $1.65 








per thousand cubic feet was or- 
dered by the commission last June. 
A decision in the latest hearing 
was given the last week of Decem- 
ber, a rate cut of from $1.65 to 
$1.55 being ordered in Atlanta, 
and from $1.75 to $1.65 in suburbs. 

The Federal court has set Jan. 7? 
as the date for a hearing to deter- 
mine* whether the injunction shal! 
be made permanent, restraining 
the State commission from forcing 
the company to lower its rates 
The outcome of the hearing is 
awaited with considerable interest 
as the finding of the court will 


establish a precedent in a case of 
this kind. 





American Cities Company 
Now Reorganizing 

The reorganization of the Amer- 
ican Cities Company, controlled by 
the United Gas & Electric Cor- 
poration, provides for the forma- 
tion of a new company, known as 
the National Power & Light Com- 
pany, organized under New Jersey 
laws, according to announcement 
by the protective committee of 
bondholders. The committee has 
adopted the plan and is so advis- 
ing each of the holders of certifi- 
cates of deposit of the 5 per cent- 
6 per cent bonds under the deposit 
agreement, dated Jan. 15, 1919. 

The companies controlled by the 
American Cities Company were the 
Birmingham Railway, Light & 
Power Company, Houston Light- 
ing & Power Company. Knoxville 
Railway & Light Company, Little 
Rock Railway & Electric Com- 
pany, Memphis Street Railway 
Company and New Orleans Rail- 
way & Light Company. 

According to the plans as out- 
lined, the shares of the new com- 
pany, the National Power & Light 
Company, are without par value 
The preferred stock is entitled, in 
preference to the common stock, 
and limited. to dividends of $7 per 
share, cumulative from Jan. 1, 
1923. It is redeemable after three 
vears at $110 per share and cumu- 
lative dividends on the vote of not 
less than a majority in interest of 
the outstanding common stock. 

The Electric Bond & Share Com- 
pany is to assist in the reorganiza- 
tion, and further supervision, de- 
velopment, financing and engineer- 
ing of the new company and its 
subsidiaries will be in its hands 
J. K. Newman, chairman of the 
bondholders’ protective committee. 
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and William M. Flook, president of 
the present Memphis Gas & Elec- 
tric Company, will assist the Elec- 
tric Bond and Share Company in 
supervising the properties for a 
short time. 

It is explained that the National 
Power & Light Company will is- 
sue fifty-year 7 per cent income 
bonds, to be subject to the prior 
payment of the principal and inter- 
est of all indebtedness and con- 
tractual obligations of the com- 
pany “now or hereafter outstand- 
ing.” Interest accrues on these 
bonds from Jan. 1, 1922. 

Additional details, as given in 
the company’s plan. are as follows: 

“The National Power & Light 
Company has contracted, under 
conditions, to buy the bonds se- 
cured by the mortgages now in de- 
fault and being foreclosed on the 

roperties of the Memphis Gas & 

lectric Company. For the bonds 
so purchased it will pay 55 per 
cent of the principal amount there- 
of in the fifty-year 7 per cent in- 
come bonds, 25 per cent in the pre- 
ferred stock and 25 per cent in the 
common stock of the new com- 
pany, the shares of stock being 
treated as having a par value of 
$100 for the purpose of applying 
these percentages. 

“Under the terms of the plan the 
holders of certificates of deposit of 
American Cities Company 5 per 
cent-6 per cent collateral trust 
bonds will receive 55 per cent of 
the principal amount of the bonds 
represented by each certificate of 
deposit in fifty-year 7 per cent in- 
come bonds, 25 per cent in cumu- 
lative preferred stock and 35 per 
cent in common stock of the new 
company, the shores of stock be- 
ing treated as having a par value 
of $100 for the purpose of applying 
these percentages. 

“The National Power & Light 
Company will offer to the holders 
of preferred stock of American Cit- 
ies Company the right with respect 
to every full twenty shares of said 
stock to purchase a block of secur- 
ities of National Power & Light 
Company, consisting of a fifty-year 
7 per cent income bond for $100 
principal amount and seven shares 
of common stock for $242.50, plus 
accrued interest from Jan. 1, 1922, 
on the income bond. Electric Bond 
& Share Company and Isidore 
Newman & Son have agreed to 
purchase from the new company 
sufficient of said blocks so that the 
new company will receive a tota! 
of $2.000,000.” 


Council to Are Visit Western 
Cities to Study Municipal 
Ownership 


Boston, Mass.—Many of the 
members of the city council will 
leave Boston next week ard, under 
James A. Watson, president of the 
council, will study the operation o7 
municipally. owned and operated 
electric and _ gaslighting plans 
through the West. 

The party will be gone twelve 
days. It will visit New York, Buf- 
falo, Cleveland, Columbus, Chica- 
go, Milwaukee and Detroit. 

Those taking the trip will be six 
of the nine members of the coun- 
cil, two members-elect and Public 
Works Commissioner Thomas F. 
Sullivan. With them will be John 
FE. Baldwin, clerk of committees. 
and one’ newspaper reporter. 

Six of the nine members, the two 
members-elect and Public Works 
Commissioner Thomas F. Sullivan 
will take the trip. With them will 
be John Baldwin, clerk of commit- 
tees, and one newspaper man. The 
party will leave Monday morning 
under the charge of James A. Wat- 
son, president of the council. 

Before making final arrange. 
ments, the council received from 
Corporation Counsel Arthur D. 
Hill an opinion that such a trip 
could be legally made at the city’s 
expense on the ground that the 
principle has been well established 
that cities may legally spend 
money for investigation as to the 
question of municipal ownership of 
public utilities. 

This is the first such trip the 
council, or any other large group of 
city officials, will have had in the 
last quarter of a century. Mayor 
Peters, at the request of the coun- 
cil, has provided two appropria- 
tions totaling $5,000 for the ex- 
penses in investigating the matter 
and holding hearings on it. The 
council has approved both appro- 
priations. 

The three members rot to join 
the party are Councilmen Collins, 
Hagan and Moriarty. The two 
members-elect who will go are 
George F. Gilbody and William J. 
Walsh, who take office Feb. 6. 





Gas Prospects Bright for 1922 


Oscar Fogg, secretary-manager, 
American Gas Association. has 
given out the following statement 
regarding the prosperity of the gas 
industry in 1922: 


“The manufactured gas industry 
of the United States, which sup- 
plies gas through its 70,000 miles 
of mains to about 45,000,000 people 
and to scores of thousands of in- 
dustrial establishments using its 
service in more than 1,200 differ- 
ent ways, faces the year 1922 with 
perhaps more optimism than it has 
had for the last six years. 

“Tt is an optimism tempered by 
a war period of bitter experience, 
however. While commercial en- 
terprises were generally enjoying 
enormous profits, the public utili- 


ties, almost without exception, 
were sustaining very serious 
losses. Costs mounted with the 


gas business just as with all other 
business, the only difference being 
that we could not increase the sell- 
ing price of our product as could 
others enjoying freedom from reg- 
ulation or restriction. Although 
rate increases came, they came 
tardily and have necessarily been 
applied to wiping out deficits and 
putting companies back on their 
feet. 

“The situation has cleared con- 
siderably, however, and while the 
industry has not completely recov- 
ered from the ill effects of the war 
period, it has every reason to look 
forward with confidence to the fu- 
ture. In the field of raw materials 
and labor, it looks as if the peak of 
high prices had been passed, al- 
though the oil situation is very un- 
settled and we may see $3 a barrel 
asked for mid-continent crude in 
the year 1922. The effort now be- 
ing made to impose an import duty 
of 25 cents a barrel on fuel oil and 
35 cents a barrel on crude oil 
would, of course, inflict a serious 
hardship on the gas industry, 
which uses 24,000,000 bbl. of gas 
oil a year. Should the proposed 
duty go into effect, it would mean 
an increase in consumers’ bills of 5 
cents per thousand cubic feet 

“In the matter of rate, the s.tua- 
tion seems to be fairly well sta- 
bilized, due in great measure to a 
general recognition on the part of 
regulatory bodies of the absolute 
necessity of adequate compensa- 
tion for utility service. The public 
understands our problems far bet- 
ter than it did a year ago and 
shows more sympathy with them. 
It is backing up the action of the 
commissioners and at the same 
time showing its disgust with 


Government and municipal opera- 
tion of every kind. 

“These favorable developments 
are reflected in the continued im- 
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provement of the investment mar- 
ket, with utilitv securities once 
more gaining their old-time popu- 
larity, and in the success now at- 
tending customer-ownership cam- 
paigns. On the other hand, the con- 
tinued issuance of tax-exempt se- 
curities is seriously hindering the 
raising of funds necessary to make 
plant extensions and additions and 
to meet the growing requirements 
for service. It is estimated that 
the gas companies of the United 
States will need about $250,000,000 
to take care of service demands 
that have been accumulating for at 
least four years. One of the big 
problems of the future, therefore, 
has to do with financing. 


In the year 1922, we look for a 
further recovery in general busi- 
ness conditions and, with the build- 
ing of the million or more new 
homes that are needed, we foresee 
a future demand for gas service 
that will be unprecedented. 





Locating Covered Up Gas 
Pipes 

For years the telephone lineman 
has used an “exploring” to locate 
trouble in a cable. An exploring 
coil, roughly speaking, is a coil of 
insulated wire, the ends of the coil 
being connected to a telephone re- 
ceiver, and when a pulsatory elec- 
trical current is sent into the cable 
it produce concentric electrical 
waves which are picked up induc- 
tively by the coil of wire, the re- 
sult being a sound in the telephone 
receiver. 

The writer can attest that excel- 
lent results have been obtained 
through the use of the exploring 
coil method. Now, H. M. Benham, 
construction supervisor of tele- 
phone plants in New Jersey, is 
credited with saying: 

“When a trenching machine is 
used in building a subway, the cut- 
ting wheel must be raised at each 
pipe crossing the trench line, to 
avoid damaging either the pipe or 
the trencher. The induction set and 
amplifier (exploring coil) locates 
all such crossings very accurately 
so that they may be staked out in 
advance of trenching work.” 

Possibly the telephone plants in 
your city may be familiar with 
these tests which, after all, are sim- 
ple and to use the method men- 
tioned herein should save much 
time and money where there is any 
doubt about pipe crossings. 


Informative Nuggets from 
Denver 

The National Fuel Company, of 
Denver, under the caption of “Mu- 
tuality,” advertises: “We have on 
our books customers to whom we 
have furnished fuel continuously 
for thirty years. This stands for 
an endorsement for quality, ser- 
vice and fair dealing.” 

Yes, and it’s a good bait for more 
customers. Try it. 





New gas customers for Denver 
during 1921 totaled 836 





The Producers & Refiners Cor- 
poration says: “Petroleum prod- 
ucts as manufactured by us have 
been the means of establishing a 
profitable business for some of 
America’s most successful job- 
bers.” 

Possibly here is a side line for 
you. 





The Denver Gas & Electric Com- 
pany advertise for sale some coal- 
tar products, viz., waterproof paint, 
boiler and stack paint, structural 
iron and pipe paint, roofing mate- 
rial, creosote oil and boiler ce- 
ment.” 

Are you getting all of these and 
something more from your coal. 
Don’t waste. 





Under the Federal leasing act of 
Feb. 25, 1920, there are many ap- 
plications for oil and gas permits 
Most of them are for positions 
north and northwest of Grand 
Junction. 





Coal production in Colorado dur- 
ing 1921 suffered from a severe 
slump due chiefly to lack of orders 
for the product of the mines, from 
the railroads and from industries. 
Only 8,938,656 tons were produced 
during the year just closed as com- 
pared with 12,514,193 tons during 
1920, a decrease of 3,575,537 tons. 





From the State coal leases, 
thirty-four in number, covering 
14,034.45 acres, a total royalty and 
rental revenue cf $71,671 70 has 
been received and 2 production of 
726,913 tons of coal mined. 





Practically $30.000,000 of Unit- 
ed States money was minted at the 
Denver mint during 1921. That 
means plenty of money for good 
commodities. Try for it. 





Some Natural Gas Discoveries 
in 1921 


Near Wray, Col., a gas flow was 
brought in, but so far nothing 
worth chronicling has come of it. 

Near Aztec, N. M., gas amount- 
ing to 8,000,000 cu. ft. daily was 
brought out and the city of Aztec 
is the first city in the State of New 
Mexico to use gas for lighting and 


heating. 
On La Plata River, near Farm- 
ington, N. M., a 12,000,000 cu. ft. 


gasser was unearthed, and great 
things are expected. ‘J. J. Cusick, 
of New York and Washington, 
well-known mining operator, told 
the citizens of Farmington that he 
was taking the initial steps for the 
erection of a large steel mill at that 
place. He will use gas and oil as 
fuel. He also stated that millions 
of dollars for further developments 
of the resources of the basin can 
easily be secured when adequate 
transportation facilities are pro- 
vided. 

Gas from the EJk Basin, in Wy- 
oming, is serving the city of Bill- 
ings with gas for domestic pur- 
poses, while gas from various fields 
serves the city of Casper. 

A special article has been writ- 
ten intensifying the natural gas in- 
dustry of Wyoming and it is be- 
lieved that within due time the city 
of Denver and all northern Colo- 
rado cities will be using naturak 
gas from Wyoming bowels. 





Boston Utilities to Merge 


Boston, Mass—A merger of 
East Boston Gas Company, New- 
ton & Watertown Gas Light Com- 
pany and Boston Consolidated Gas 
Company, having aggregate capi- 
tal stock of more than $16,000,000 
and joint assets of $33,000,000, is 
indicated, according to reports that 
have reached State House offcials. 

It is understood Boston Consol- 
idated Gas Company will file with 
Department of Public Utilities 2 
petition seeking to take over the 
other two companies and to issue 
a large block of stock to finance 
the merger. 





Additional Purifier at Omaha 


Extension to the purification 
equipment at the municipal gas 
plant at Omaha has been com- 
pleted and put into service. This 
work was done by the Western 
Gas Construction Company. 
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Kings County Lighting Bonds 
Offered 


Brooklyn, N. Y.—Announce- 
ment ts made of an offering by 
Blair & Co., Inc.,. of $1,822,000 
Kings County Lighting Company 
first refunding mortgage bonds 
bearing 6% per cent interest. The 
offering price is 9914 per cent and 
interest, to yield approximately 
6.55 per cent. The money secured 
from the sale of these bonds will 
be used to pay off bank loans and 
other. current indebtedness of the 
company largely incurred for new 
construction work already com- 
pleted. This new equipment _al- 
lows the company to provide for 
the rapid increase in population. 
It is now able to handle three times 
its present business without fur- 
ther increasing its equipment. The 
company secured over 4,000 new 
customers during 1921. 

The new bonds aré issued in ac- 
cordance with the provision of the 
first refunding mortgage and are a 
direct mortgage on the entire real 
estate equipment, franchises and 
distributing system of the com- 
pany. 





Financing the Gas Industry 
in 1922 
Much attention in Indiana utility 
circles is being focused on the 
question of financing for the en- 


suing year. President Harding’s 
recent statement to the Congress 
in which he discussed an amend- 
ment to the Federal Constitution 
to prohibit the issuance of tax-ex- 
empt securities, has been one fac- 
tor in an increasing optimism 
among utility men concerning the 
eventual smoothing out of their 
financial pathways. 

A recent meeting of representa- 
tives of the Indiana Gas Associa- 
tion, held in Indianapolis, took up 
the problem of financing. Morse 
Dellplain, of Hammond, president 
of the association, called the atten- 
tion of those at the meeting to 
President Harding’s words on tax- 
exemption for securities and his 
apparent attitude that tax-exemp- 
tion is at the root of many of our 
ills to-day. ; 

_ “That statement is of far-reach- 
ing significance to public utilities,”’ 
Mr. Dellplain said. “Tt offers a 
permanent solution to one of our 
greatest problems—the question of 
future financing. How can we ex- 
pect investors to pass up tax-free 
municipal and Federal bonds in 


favor of public utility securities 
unless these securities are allowed 
to earn a far greater return than 
the public seems willing to have 
them earn?” 

He further pointed out that op- 
erating costs have decreased rela. 
tively little in the gas industry, and 
that fixed rates prevented accumu- 
lation of large surpluses during the 
war period. How the gas compa- 
nies are to get needed money for 
improvements-and how they are to 
convince an unwilling public that 
gas rates cannot be materially re- 
duced at this time, were questions 
about which much of the discus- 
sion at the meeting centered. 

S. E. Mulholland, of Tort 
Wayne, gave it as his opinion that 
high freight rates and continuing 
high labor charges are the two 
chief reasons why the gas industry 
feels it is not in position to make 
immediate drastic reductions in the 
consumer’s bills. 

“In the first place,” said Mr. 
Mulholland, “freight rates alone 
to-day exceed the combined pre- 
war rate and cost of coal to the 
gas manufacturer. For example, 
in 1915 the coal we used at Fort 
Wayne cost us $1.30 and the 
freight was $1.65. Now the freight 
rate alone is $3.33, as against the 
total of the two items, $2.95, in 
1915. At Hammond the steam coal 
and freight together in 1915 were 
$1.62, and now the freight alone ‘s 
$1.92. 

“Tn the second place, the average 
wage in gas plants in Indiana be- 
fore the war was roughly 23 cents 
an hour. Now the average is 48 
cents an hour.” 

Among those present for the 
meeting were: G. M. Johnson, of 
South Bend: R. A. Ziegler, of An- 
derson: H. JT. Roach, of Crawfords- 
ville: B. P. Shearon, of Hammond; 
RB. H. Gardner, of Lafayette; L. H. 
Linsmeyer, of Noblesville: Ray 
Zeek, of Michigan City and J. D 
Forrest, E. J. Burke, F. W. Sar- 
gent, W. J. Barrett and E. Vanars- 
dale, of Indianapolis. 





Issues Stock 

Los Angeles. Cal—The Ojai 
Power Company, operating an 
electric distribution system in the 
Ojai Valley, Ventura County, Cal., 
and a water plant in the citv of 
Ojai, was authorized by the Rail- 
road Commission recently to issue 
$31,600 of its common capital 
stock. Of this amount the order 
provided that $3,100 may be issued 


at par in repayment of advances 
made by consumers and the re- 
mainder to be sold at par for cash. 
Of the proceeds thus obtained, the 
company is given permission to 
use $3,959.68 to reimburse its 
treasury on account of surplus 
earnings invested in plant and 
$14,000 in the construction of a 
new substation and transmission 
line. 

The balance must be deposited 
in a special fund and expended on- 
ly as authorized by the commission 
in supplemental orders. The com- 
mission refused to allow treasury 
reimbursements for an item of $5,- 
970.70 obtained from the sales of 
obsolete electric equipment and put 
back into the plant. 

“If stock were issued,” says the 
commission, in the ruling, “to re- 
imburse the company because the 
proceeds from the sale of property 
were invested in additions and bet- 
terments double - capitalization 
would result.” 





Oil Statistics 

Colorado’s State oil inspector. 
James Duce, in his report shows: 

During the fiscal year ending 
Nov. 30, 1921, 8,963,666 gal of re- 
fined oil and 62,269,735 gal. of gas- 
oline were consumed as against 8,- 
571,011 gal. of oil and 48,931,274 
gal of gasoline for the same pe- 
riod of 1920. The total increase 
of gasoline and oil consumption in 
1921 over 1920 was 23.88 per cent 

In 1919 there were 8,248,301 gal. 
of oil and 40,298,229 gal. of gaso- 
line consumed. The total increase 
of gasoline and oil consumption in 
1920 over 1919 was 18.45 per cent. 





Meter Inspection Department 

Birmingham, Ala—The new 
city administration, which recently 
went into office at Birmingham, 
has inaugurated a meter inspection 
department, the primary purpose 
of which will be to handle contro- 
versies and complaints on the part 
of the public relative to meter read- 
ings. M. L. McAllister has been 
named chief of the new depart- 
ment. 





Tue San Dieco ConsoLipaTep 
Gas & Exectric CoMPANY was au- 
thorized recently to expend $42,- 
214.48 of the proceeds obtained from 
the sale of bonds previously author- 
ized to finance construction expendi- 
tures made during the month of Oc- 
tober, 1921. 
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